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Be Your Own Boss at Age 60 or 65 


ROM the earliest days in the history of the 

human race, man has been in continual 
revolt against the forces that tended to limit 
his freedom. The desire for freedom is a basic 
human instinct. 

As long as man is forced to work for a living 
he is not economically free. He is forced to de- 
vote his time to doing the things that some- 
one else wants done.... not what he would 


like to do. 


If, however, a man owns a sufficient amount 
of Retirement Income insurance to afford him 
a comfortable life income after 55, 60 or 65, he 
is definitely headed toward the time when he 


_will be his own boss. 


The Travelers representative is well 
equipped to offer a variety of Retirement 
Income insurance forms to the prospect who 
some day hopes to be his own boss. There is a 
form to fit any need and pocketbook. 


THE FERAVELESS 


The Travelers Insurance Company 
The Travelers Indemnity Company 
The Travelers Fire Insurance Company 


Hartford » Connecticut 


SEVENTY YEARS AGO THE TRAVELERS ISSUED THE FIRST ACCIDENT POLICY WRITTEN IN THE NEW WORLD 
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© BE SURE, THE LIFE INSUR- 
ANCE SALESMAN IS A RESOLUTE ow HIS PATIENT 
PERSISTENCE HAS COME TO-BE AN IDENTIFYING CHARAC- 
TERISTIC. YARNS, WOVEN ABOUT HIS TENACITY, GO THE 


ROUNDS. YET THE GRUFFEST PROSPECT MUST ADMIRE — 


AND: MAY ENVY —THE MAN WITH THAT SPIRIT. FOR HIS 


PERSEVERANCE IS PURE PLUCK. HIS ENDURANCE IS GRIT. 
PERSISTENT? YOU BET HE IS! AND. . . INNUMERABLE LIFE 
INSURANCE POLICY-OWNERS HAVE REASON TO BE GLAD 


THAT HE IS THAT WAY » » » ATNA LIFE, HARTFORD. 
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THE NATIONAL UNDERWRITER Life Insurance Edition. Published weekly by The National Underwriter Company. 
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ser Watch 
Acquisition Cost 


Some Exceeded Limitation in New 
York Law Last 
Year 


IMPROVEMENT EXPECTED 


Insurance Department Takes Reason- 
able Attitude But Cautions Offenders 
to Get in Line 


NEW YORK, June 14.—The acqui- 
sition cost limitation for life companies, 
Section 97 of the New York insurance 
law, was exceeded by half a dozen com- 
panies last year but it is believed that 
even a moderate improvement in busi- 
ness, coupled with careful paring down 
of expenses on the part of the com- 
panies in question, will enable every 
company operating here to show a defi- 
nite plus margin by the end of this year. 
er eentely the excess is not cumu- 
lative from year to year, the slate being 
wiped clean at the end of each 12 
months. 

The New York department has taken 
up the matter with the companies run- 
ning over the limit. While not acting 
unreasonably hard-boiled about the 
matter, the department has indicated its 
interest in keeping all companies li- 
censed here under the Section 97 limits. 
In a recent letter to the companies ex- 
ceeding the limitation on their 1933 busi- 
ness, the department pointed out that 
only a few companies had failed to keep 
within its provisions, and requesting 
that steps be taken to conduct opera- 
tions so that the limit would not be ex- 
ceeded in the future. 

Broad Enforcement Provision 


The superintendent is given wide lati- 
tude in what he shall do about com- 
panies running over the limit, the law 
stating that if he is satisfied that the 
company “has taken steps which will 
enable it to comply with the provisions 
of the section during the succeeding 
calendar year, may suspend the said first 
year expense limit and/or total expense 
limit as to such corporation for said 
calendar year.” 

Most of the companies exceeding the 
limit last year had some specific cause. 
The excess was trifling for all cases ex- 
cept one, where the coverage was caused 
mainly by a large and expensive agency, 
geared for big production which the de- 
Pression made it impossible to obtain. 
It has discontinued this agency. 

The present section, known as the 
“new” Section 97, was passed by the 
legislature in 1929. It was sponsored 
y J. A. Beha when he was superin- 
tendent, and became law under his suc- 
cessor, "Judge Albert Conway. The old 
Section 97 had become inadequate and 
Somewhat obsolete. It left too many 
Oopholes for companies which might 
Wish to exceed the prescribed first-year 
expense allowance. ‘There were many 
Points that it did not cover at all. 





Col. C. B. Robbins Named 
to Succeed Judge Elliott 





STANDS HIGH IN CIVIC LIFE 





Is Recommended by Special Committee 
of the American Life Con- 
vention As Manager 





HOT SPRINGS, VA., June 14.— 
Much interest is being taken in the 
meeting of the executive committee of 
the American Life Convention here this 
week while the Medical Section is hold- 
ing its annual gathering. 

The special committee headed by 
President J. B. Reynolds of the Kan- 
sas City Life to recommend a successor 
to Judge Byron K. Elliott, manager 
and general counsel, is recommending 
Col. Charies Burton Robbins, president 
of the Cedar Rapids Life, prominent in 
his state and in national affairs. Col- 
onel Robbins is president and general 
counsel of his own company. 

The subcommittee headed by Presi- 
dent Reynolds consists of President G. 
S. Nollen, Bankers Life of Iowa; F. V. 
Keesling, vice-president and _ general 
counsel West Coast Life and president 
of the American Life Convention; H. 
M. Woollen, president American Cen- 
tral Life, former president of the con- 
vention, and J. M. Laird, vice-president 
Connecticut General Life and a former 
A. L. C. presiderft. The only two peo- 
ple considered were Colonel Robbins 
and Claris Adams, vice-president Amer- 
ican Life of Detroit, who was the prede- 
cessor of Judge Elliott. However, Mr. 
Adams withdrew his name and the 
unanimous endorsement of a special 
committee went to Colonel Robbins. It 
is a foregone conclusion that it will be 
ratified by the executive committee. 


Col. Robbins’ Career 


Col. Robbins was born Nov. 6, 1877, 
at Hastings, Ia., and educated at the 
University of Nebraska and Columbia 
University. He got his A. B. degree 
at the University of Nebraska in 1898. 
He went to Columbia University get- 
ting his A. M. degree in 1903. He prac- 
ticed law until 1909 when he was ap- 
pointed judge of the superior court at 
Cedar Rapids. 

Colonel Robbins has a distinguished 
military career. He enlisted in the First 
Nebraska Infantry in April, 1893. His 
company was sent to the Philippines 
and he saw hard service there, being 
badly wounded in one of the battles. 
He was discharged at the close of the 
Spanish American war with rank of 
lieutenant. He served in the national 
guard on the Mexican border as cap- 
tain of Company D, First Iowa In- 
fantry. He saw service through the 
World war as major U. S. R., leaving 
the ranks as lieutenant-colonel. 


Was Assistant Secretary of War 


He is a past commander of the Iowa 
department of the American Legion. 
He served in the Iowa state senate. 
He was assistant Secretary of War 
under the Coolidge administration and 
is now a director of the Home Loan 
Bank Corporation with headquarters at 
Des Moines. He became chairman of 
the executive committee of the Cedar 
Rapids Life when it was organized in 

(CONTINUED ON PAGE 18) 





Life Companies Watching 
Investment Developments 





NEW BOND ISSUES ARE EYED 





Much Interest Taken in Practical Effect 
of Amendments to the Se- 
curities Act 





NEW YORK, June 14. —Recent 
amendments easing the almost prohibi- 
tive stringency of the federal securities 
act are expected to be of considerable 
help to life companies seeking new bond 
issues combining safety with a fair in- 
terest return. Now that most life com- 
panies feel that they have arrived at a 
point where further liquidity in their 
portfolios would be a needless sacrifice 
of earning power, continuance of the se- 
curities law in its original form would 
have greatly restricted the field from 
which they normally make their selec- 
tions. 

While life companies by no means 
confine themselves to buying new is- 
sues, yet purchase of existing issues has 
not been the solution to the lack of 
new financing, for the suppression of 
new issues kept quotations high and 
yield low on bonds already in existence, 
making them scarcely more desirable 
from a life company viewpoint than 
government or municipal bonds. 

Watching Developments 


While most of the objectionable fea- 
tures of the original securities act have 
been removed by the amendments, it 
will take a little time to see to what 
extent the marketers of securities have 
recovered from the skittishness caused 
by the formidable provisions and dras- 
tic penalties of the law as it formerly 
stood. Also, it remains to be seen 
whether the stagnation in the investment 
market was primarily due to unwilling- 
ness of management and directors of 
companies seeking funds to lay them- 
selves open to future complications and 
how much to lack of confidence on the 
part of investors. 

(CONTINUED ON LAST PAGE) 





Life Presidents Report 
Shows May Gain 22.7% 





New life insurance production in May 
gained 22.7 percent, making a 17.5 per- 
cent increase for the first five months, 
according to the Life Presidents. For 
May the total new business written by 
the 42 Life Presidents companies was 
$791,544,000 compared to $645,320,000 in 
May, 1933. 

New ordinary amounted to $524,542,- 
000 against $432,732,000, increase of 21.2 
percent. Industrial amounted to $226,- 
013,000 against $190,138,000—an increase 
of 18.9 percent. Group was $40,989,000 
against $22,450,000, an increase of 82.6 
percent. 

For the first 5 months the total new 
business of the Life Presidents com- 
panies was $3,687,197,000 against $3,138,- 
668,000 last year. New ordinary 
amounted to $2,422,808,000 against $139,- 
701,000, 13.2 percent increase. Industrial 
amounted to  $1,068,410,000 against 
$898,073,000, 19 percent increase. Group 
amounted to $195,979,000 against $100,- 
894,000, 94.2 percent increase. 





‘Ketusiiiéa Cid 
Retirement Annuity 


Instrumentality by Which Insur- 
ance Companies Carry Sav- 
ings Accounts 


FORM HAS LIMITED USE 


Companies Hesitate to Call Halt on Sale 
Right Now for Agency 
Reasons 


The retirement annuity contract drew 
sharp criticism during the discussion of 
that topic at the annual meeting of the 
American Institute of Actuaries in Chi- 
cago. By retirement annuities the actu- 
aries mean deferred annuity contracts 
which involve no mortality risk until the 
annuity actually becomes payable and 
which include cash values, options con- 
cerning the date of commencement of 
the annuity, the type of annuity pavable 
and optional cash value in lieu of any 
annuity at .be maturity date. 

O. W. Perrin, Penn Mutual, said in 
1933 the retirement annuity production 
in his company exceeded that of 1929 
by 1300 percent in premium income. Al- 
though that type of business was ahead 
during the first four months of this year 
as compared with the same period last, 
the increase is not sensational. There 
has been much talk, he pointed out, to 
the effect that annuities are coniiug into 
their own now just as life insurance 
made such great strides followinz the 
war. The difference is, he said, that 
greatly increased sale of life insurance 
after the war was the result of propa- 
ganda on the part of the government, 
while the increase in annuity sales is the 
result of education on the part of the 
companies. 


Provided Welcome Income 


In the worst years of the depression, 
the margin between income and outgo 
dwindled and therefore the income from 
annuities was welcomed. It prevented 
the necessity of selling securities and 
strengthened liquidity of the companies. 

The termination rate on single pre- 
mium retirement annuities, he said, is 
better than on life insurance. The ter- 
mination rate on annual premium retire- 
ment annuities is lower in the first policy 
year than on life insurance, but it goes 
up after that. 

The agent has become annuity-con- 
scious, according to Mr. Perrin, and he 
often sells an annuity where insurance 
should have been sold. Some agents, 
who are specializing in annuities, may 
lose their ability to sell insurance. This 
is the fault of the companies to a large 
extent in over-emphasizing annuities. 

The situation, he said, should be cor- 
rected immediately. Emphasis should be 
shifted by the companies. Credits for 
annuities should be reduced. The Penn 
Mutual has undertaken to shift the em- 

(CONTINUED ON PAGE 18) 
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Features of Reinsurance Subject to Lien 


Outlined by Expert 


When a life insurance company has 
become insolvent, examination of its af- 
fairs generally indicates that, except for 
extravagant or dishonest management, 
or unwise investment policy, the com- 
pany would'not have failed. This state- 
ment was made in the paper on reinsur- 
ance subject to lien presented at the 
annual meeting of the American Insti- 
tute of Actuaries in Chicago by Edward 
B. Fackler of the independent actuarial 
firm of Fackler & Breiby of New York, 
which acted in the Illinois Life case. 

Faults in premium scales and policy 
values or its selection of risks seem not 
to have been causes of the insolvency 
of any legal reserve life company in re- 
cent years. Therefore, he said, if the 
business can be kept reasonably intact, 
there is usually some remaining surplus- 
earning ability which may be used for 
the benefit of policyholders. This bene- 
fit is taken usually either by waiving 
the deduction of the lien in case of death 
or by gradual reduction of the lien. 


Years Required to Show 
Effect of the Contract. 


Several reinsurances subject to lien, 
he said, have worked out satisfactorily 
or now seem likely to do so. Usually 
it takes years to show how well a con- 
tract will serve its purpose. In the 
meantime, many persons continue to 
have insurance protection which other- 
wise might be lost and not replaced. By 
means of the reinsurance contract the 
small percentage of all life insurance 
which might be lost through the insolv- 
ency of companies is reduced to an 
even smaller percentage. 

The policies least harmed by the in- 
solvency, but generally the most desir- 
able to keep in force as a part of the 
reinsured business, are term policies, 
low premium contracts of short duration 
or contracts subject to a maximum loan. 
On the other hand, the insured under 
such policies stand the least chance of 
loss by discontinuing their insurance. 


Assured Debates Whether 
to Pay Next Premium 


For each premium paying policy other 
than those that were mentioned, the de- 
cision on a plan for reinsurance involves 
the question as to whether it will be 
worth while to pay the next premium 
and also pay or be charged with in- 
terest on the lien. If there is a loan on 
the policy, interest thereon must also be 
collected, and the loan is added to the 
lien in determining the aggregate load 
on the policy. The necessary decision 
on whether to accept the reinsurance 
contract presents the assured with an 
opportunity to select against the com- 
pany. Before the failure of the com- 
pany he withdrew all or nearly all of 
the reserve and his stake in the com- 
pany is so reduced as to make offers of 
other insurance attractive, provided he 
is insurable. 

Unsettlement of policyholders is most 
likely if the matter of reinsurance re- 
mains pending for more than a short 
period and there is doubt as to whether 
reinsurance can be effected. If the com- 
pany cannot be saved it is highly desir- 
able that with the announcement of the 
insolvency there shall also be announce- 
ment of a satisfactory reinsurance con- 
tract nearly ready to be put into effect. 


Fixing Lien Percentage 
Is Difficult Problem 


Fixing the lien percentage is difficult 
in any case and especially difficult where 
the assets have a very indeterminate 
value or where the business has been 
subject to serious losses by replace- 
ment. Under such circumstances a con- 
venient device is to begin operations 
upon the basis of a lien percentage 








avowedly tentative, to control until 
confirmed or replaced at a later date. 
The rule adopted for fixing the lien 
should, if possible, provide for more 
than a trifling amount of surplus in the 
next annual statement. 

The rate of interest to be charged on 
the lien should be not less than the rate 
assumed in the valuation and in general 
should be about what the money would 
be earning for the company in safe in- 
vestments if it had not been lost. If 
the lien interest is set at a low rate, for 
a limited period, this may influence pol- 
icyholders to accept the reinsurance. It 
might be expedient, he said, to reduce 
the interest rate temporarily on existing 
policy loans to 4% percent for all poli- 
cies which are continued as premium 
paying under the reinsurance contract. 


Considerations Applying 
When Interest Rate High 


Although higher lien interest rates 
produce more surplus which may be 
used to waive the lien at death or re- 
duce the lien, this higher rate would 
cause a more rapid growth of lien in- 
debtedness on policies on which the 
lien interest is not paid, thus tending to 
increase the rate of lapses for such pol- 
icies. 

If the reinsurance contract is at all 
fair, he said. it is usually best for the 





policyholder to take what is offered, 
even if he does not intend to pay any 
further premium.. ; 

Extended insurance on paid up poli- 
cies, unless reinstated and restored to 
the premium paying status, often has 
to be given what appears to be rather 
hard treatment. Probably the best 
treatment would be to shorten the pe- 
riod of insurance with or without a re- 
duction in its amount. 

Endowment policies which are within 
say five years of maturity and limited 
payment life policies upon which prem- 
iums have been or soon will be fully 
paid require special provision. It seems 
fair, he said, to allow each of these cases 
to convert on reasonable terms to forms 
which will continue the insurance sub- 
ject to premiums on a lower scale than 
provided in the policies. 


Reinstating of Policies 
Lapsed After Receivership 


Most reinsurance contracts provide 
that policies lapsed after the beginning 
of the receivership and before the rein- 
surance may be reinstated without sub- 
mission of proof of insurability. This 
adds to the opportunity for adverse se- 
lection. If the lapsed policy is for a 
large amount and the reinsurance prev- 
iously carried therefor with other com- 
panies cannot also be reinstated, the 





Actuaries Not Much Interested 
in Compensation Change 





Although the discussion was rather 
limited, the impression was gained at 
the meeting of the American Institute 
of Actuaries in Chicago that the actu- 
aries do not look with favor upon the 
idea of applying to the ordinary field 
any of the methods used in compensat- 
ing industrial agents or that the actu- 
aries are much interested in changing 
the basis of compensation at all. 

John R. Larus, Phoenix Mutual Life, 
told about the experiment of his com- 
pany which was started four years ago. 
Instead of paying nine 4 percent renew- 
als they began to pay two sevens, four 
fours, while the seventh, eighth and 
ninth renewals depend on the lapse rec- 
ord of the agent. If the lapse record of 
the agent is less than 15 percent, he gets 
4 percent those three years. If it is 15 
percent or more he gets only 2 percent 
those years and if it is 30 percent or 
more he loses his renewal commissions 
the last three years entirely. 


No Loss to Poor Agent 


Mr. Larus said that the man with the 
higher lapse rate who is cut to 2 percent 
the last three years, doesn’t lose any- 
thing as a whole, but he has a chance 
to make more than under the previous 
system if he improves his record. There 
has been no real complaint from the 
field. The plan brings about better 
methods of initial selection, gives the 
underwriting department an easy way of 
turning down cases and gives better 
control of replacement. The agents can 
be educated on conservation more effec- 
tively because they will give more atten- 
tion to the question. 

The New York law is not framed to 
permit a company, which is now paying 
higher renewals than were paid previ- 
ously by the Phoenix Mutual, to insti- 
tute any scheme for paying more for 
high quality business, even though less 
is paid for poorer business, he said. 

Percy Evans, Northwestern Mutual, 
inquired how the Phoenix Mutual system 





takes care of the rapid change in lapse 
rates. Mr. Larus replied that it was 
necessary to lower the standard slightly. 
An agent’s lapse record is based on the 
rate of renewal just before the seventh 
annual premium comes up. 


MeBride Gives Comparison 


W. H. McBride, National Life & Acci- 
dent, told about a comparison that his 
company had made of ordinary business, 
compensated in the usual way, and ordi- 
nary business compensated on the in- 
crease method of the industrial field. The 
test was made on 91,193 ordinary poli- 
cies. Of that number 47 percent were 
of the monthly premium variety and 
were compensated by the increase meth- 
od. Of the remaining 53 percent, 12.9 
percent were annual business, 14.4 per- 
cent semi-annual and 72.7 percent quar- 
terly. That portion was compensated in 
the usual way. 

On the basis of the relative value of 
the business produced by these two 
methods, measured by persistency, the 
business produced on the increase meth- 
od cost 1.149 times as much as that 
compensated for in the regular way. 
Therefore, the ordinary business pro- 
duced ‘by the increase method was less 
valuable. Mr. McBride said it is not 
feasible to apply the increase method of 
compensation for ordinary business 
where the premium falls less frequently 
than monthly. 


Rate of Lapse Appalling 


The rate of lapse on monthly business 
is appalling before the end of the first 
quarter, he said. Ordinary business ob- 
tained by the increase method is worth 
about 75 percent of the other from a 
persistency standpoint, Mr. McBride 
concluded. 

R. B. Sturtevant, American Central 
Life, suggested that compensation of 
agents might be changed by increasing 
the first renewal commission, which 
would usually involve reducing the first 





group of business reinsured may be 
forced to carry insurance on an impaired 
risk in an amount many times the aver- 
age amount of risks for that block of 
business. 

_ Because of certain improper rewrit- 
ing practices said to have been adopted 
in a few cases of reinsurance, there has 
been a tendency to include in some con- 
tracts restrictive provisions to render 
difficult the raiding of the reinsured 
business. Such raiding is made diff- 
cult if substantially all of the net equity 
of the policy, after the rewriting, re- 
mains subject to the sam moratorium 
provision as before. There is thus no 
release of cash which may be applied 
to pay premiums on the new policy and 
thereby furnish the means of paying 
cash commissions on such premiums. 

The insolvency terminates all con- 
tracts with agents, but it is usually ex- 
pedient for the reinsuring company to 
make new contracts with such agents 
as are willing and able to conserve the 
business. 

The contract may provide for an 
outright purchase of the business and 
assumption of liability or else the as- 
sumption of unqualified liability may be 
postponed for a period, during which 
the reinsurance contract is really only 
a management contract. In the latter 
case it is expedient not only that sepa- 
rate accounts be maintained for the rein- 
sured business, but also that the assets 
be administered as a separate fund. Re- 
insurance by such a management con- 
tract is advantageous for a reinsuring 
company of moderate size, or one newly 
organized, in that the present and fu- 
ture holders of policies issued by the 
reinsuring company have no_ good 
reason to fear that the security of their 
policies will be impaired if the reinsur- 
ance contract should not work out as 
favorably as expected. 








year’s commission. This would cause 
the agent to be more interested in get- 
ting the policy “over the hump.” Fur- 
thermore, if the policy should lapse dur- 
ing the first year, the cost to the com- 
pany would be less because the com- 
nussion paid would have been less. Such 
a plan should cause better persistency in 
later years. 

Mr. Sturtevant related some of the 
features of the unique agency compensa- 
tion plan adopted by the Federal Re- 
serve Life of Kansas City, Kan. Part 
of their plan is modeled after some of 
the features of the industrial method of 
compensation. 


Views of Canadian 


T. E. Gill, London Life, said his com- 
pany permits both industrial and ordi- 
nary agents to write ordinary business. 
Payment of compensation on the basis 
of gross gain has the virtue of eliminat- 
ing pretty largely rewriting within the 
company. However, the increase method 
is difficult to apply to the ordinary field 
because renewals usually do not run 
after ten years. A payment of a bonus 
for conservation might be more suit- 
able. 

During the depression when insurance 
shrinks so greatly, modification of the 
lapse charge against the industrial debit 
is essential. 

Mr. Gill said his company had found 
that when industrial business is replaced 
by ordinary, the new business is inferior. 
Therefore, a reduced rate of commission 
should be paid on ordinary business ob- 
tained in this way. 





M. H. Bantz, Aberdeen, S. D., has been 
appointed general agent of the Old Line 


Life, Milwaukee. 
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Medical Section 
Annual Meeting 





Dr. J. R. Neal, Chairman, Gives 
Some Philosophical Aspects 
of Modern Medicine 


MORE NERVOUS DISORDERS 


Life Companies Can Act as Stabilizing 
Factor in Preservation of 
Health 


HOT SPRINGS, VA., June 14.—The 
annual meeting of the Medical Section 
of the American Life Convention is 
being held here this week with Dr. J. 
R. Neal, secretary and medical director 
of the Abraham Lincoln Life of Spring- 
feld, Ill., chairman, presiding. There 
is a large attendance of medical direc- 
tors and other company men. Dr. Neal 
opened the proceedings, giving some 
philosophical aspects of modern medi- 
cine. He said that the history of human 
progress during the last two centuries 
shows a remarkable parallelism in the 
advancement of knowledge in totally dif- 
Bierent fields throughout the whole range 
B of human activity. Medical science, he 

said, has endeavored to develop a pro- 
tective system to combat the disturbing 
B factors of mechanization. 
Z Effect of Mechanization 


9 Society as a rule produces knowledge 
‘FB of a protective character rapidly enough 
to combat the evil effect of mechaniza- 
tion. The trouble arises, Dr. Neal de- 
dared, when the general utilization of 
mechanical inventions proceeds at a rate 
significantly faster than the correspond- 
ing application of medical knowledge. 
With such diseases as smallpox, typhoid, 
diphtheria, yellow fever, cholera and to 
alesser degree tuberculosis, scarlet fever 
and diarrheal disturbances, the applica- 
tion of medical knowledge is fully 
abreast of the utilization of mechanical 
knowledge. : 
During the last five years hospital pa- 
Fiients in this country suffering from 
nervous disorders have increased by 28 
percent. In Great Britain an aggregate 
of 500,000 years of working time is lost 
annually by industrial workers. Fully 
30 percent of that loss he attributes to 
conditions of psycho-neurotic origin. 
Function of Life Companies 


He said the reason for the rapid in- 
trease in nervous instability appears to 
Foe that the utilization of mechanical 
knowledge has proceded at a rate far in 
excess of the rate of adapting society to 
the new order. For this the fault lies 
not in a lack of medical knowledge, he 
ines, but in its practical application. 

Life companies, he said, find them- 
selves in a position to render a larger 
service to society as a stabilizing factor 
with respect to health preservation. To 
the medical department comes the op- 
portunity of functioning as specialized 
Frotective forces that build up resist- 
ace against hazards born of mechanized 
industrialism. 

Effects of Syphilis Outlined 


_In discussing the importance of syphi- 
lis to life insurance, Dr. Arthur F. Hall 
t, of the Lincoln National Life Foun- 
tation set forth the following conclu- 
sions: 

“1. Syphilis 
+@ ‘wed, is a serious impairment which ma- 
@ttially increases mortality, not only 
7 ‘tom obviously syphilitic causes, but in- 
tirectly from apparently unrelated 
/y ‘uses, 

4 “2. Syphilis is an impairment which 
(CONTINUED ON PAGE 18) 
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A. & H. Association Decides 


To Use “Income Protector” 





PARALLEL C. L. U. PROCEDURE 





Armand Sommer, Continental Casualty, 
Elected President at Annual Meet- 
ing in Cleveland 





NEW OFFICERS ELECTED 


President—Armand Sommer, 
nental Casualty, Chicago. 

First Vice-president—W. Dwight Mead, 
Pacific Mutual Life, Seattle. 

Second Vice-president—H. A. Cunning- 
ton, Aetna Life, Cleveland. 

Executive Committee (elected) —W. E. 
Lebby, Massachusetts Indemnity, Los 
Angeles; E. A. Kenney, U. S. F. & G., 
Philadelphia; (past presidents) C. G. 
Schillerstrom, Washington National, 
Louisville; E. H. Mueller, Pacific Mutual 
Life, Milwaukee; J. P. Collins, National 
Casualty, Detroit. 


Conti- 


By FRANK A. POST 


Adoption of the designation of “in- 
come protector,’ which will be copy- 
righted by the association, for members 
of the National Accident & Health As- 
sociation was one of the major moves 
made at its annual meeting in Cleve- 
land, at which the new name was also 
adopted to replace the ‘National Asso- 
ciation of Accident & Health Man- 
agers.” Of equal or greater interest 
was the complementary action looking 
to the awarding of the title of “certified 
income protector” to those who qualify 
for it, paralleling to some extent the 
chartered life underwriter idea in the 
life insurance field. 

Another innovation is the decision to 
make a national award annually for the 
greatest achievement in the field of ac- 
cident and health insurance production. 
The idea was originally suggested by 

(CONTINUED ON PAGE 9) 





T. A. Phillips Reelected to 
Head American Institute 





ANNUAL MEETING IN CHICAGO 





Retirement Annuities Condemned, Pe- 
riod of Low Interest Rate Predicted, 
Railroad Bonds Favored 





T. A. Phillips, president of the Minne- 
sota Mutual Life, was reelected presi- 
dent of the American Institute of Ac- 
tuaries at the annual meeting in Chi- 
cago. He has held that position only 
about three months, being elected by 
the board of governors, following the 
death of F. B. Mead, who was presi- 
dent. 

New vice-presidents of the American 
Institute are R. A. Hohaus, assistant ac- 
tuary of the Metropolitan Life, and R. 
C. McCankie, associate actuary Equit- 
able Life of Iowa. . F. Poorman, 
Central Life of Iowa, and W. M. John- 
son, Central Life of Illinois, were re- 
elected secretary and treasurer respect- 
ively. 

Those elected to the board of gover- 
nors for a three year term are Wendell 
P. Coler, actuary American Central 
Life, the retiring vice-president of the in- 
stitute; A. J. McAndless, vice-president 
Lincoln National Life, and O. W. Per- 
rin, associate actuary Penn Mutual Life. 
Those elected for a one-year term to 
fill vacancies are H. H. Jackson, actu- 
ary National Life of Vermont, and R. 
E. Moyer, Business Men’s Assurance. 

J. S. Elston, Travelers, is editor of 
the record and E. L. Marshall, La Fay- 
ette Life, librarian. The Yeomen Mu- 
tual Life was admitted as a contribut- 
ing member. 

The informal discussions, as usual, 
brought out valuable criticism and sug- 
gestions, although several of the mem- 

(CONTINUED ON PAGE 8) 








chain. 


most effective kind. 


Independence Square 





GOLDEN CHAINS 


The thorough underwriter, after he has made a 
contact, attempts to make it the first link in a family 
If a father, then the sons, the daughters, the 
sons-in-law, the nephews, and so on. To follow rela- 
tion clues is certainly prospecting of the easiest and 


Here is such a family chain. The father was the 
first link, then came a son, a son, a son, a daughter, 
a daughter, a son-in-law, a nephew, a nephew, a 
nephew, and, collaterally, employees and business 
associates whose applications were directly traceable 
to the family influence. The total owned by ten mem- 
bers of the family is $287,000, and the end not reached. 


The father’s insurance, and that of one son, was 
taken in five different years, and that of the two other 
sons in three different years, and that of one daughter 
and of one nephew in two different years. This illus- 
trating the value of the advice we so often hear, that 
after selling we should constantly “cultivate.” 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 


Philadelphia 




















Chicago Assessor 
to Tax Companies 


Cook County Official Plans $1,- 
000,000 Levy Against All 
Foreign Companies 


NOVEL THEORY IS BASIS 





Method of Levying an Arbitrary Value 
Per $1,000 in Force Given Tenta- 
tive Legal Approval 


Approximately $1,000,000 is expected to 
be demanded within a few days of stock 
and mutual life companies of other 
States operating in Illinois by the Cook 
county, Ill., assessor, in an effort to 
derive income from intangibles, such as 
investments, which heretofore have not 
been taxed. The plan, being prepared 
by the assessor’s office, sets an arbitrary 
value to the company of $8 per $1,000 
in force in Illinois; reduces this by a 
37 percent equalization factor, and ap- 
plies the personal property tax rate 
which averages approximately 7.5 per- 
cent. 

The proposed tax would range from 
22 to 23 cents per $1,000, depending 
upon the section of Cook county in 
which the company’s agency or branch 
office is located. This would represent, 
on the basis of a $30 per $1,000 average 
premium, a tax in addition to the 
present 2 percent premium tax of ap- 
proximately -? of 1 percent of the 
premium. 

The assessor’s office received an in- 
formal opinion from State’s Attorney 
Courtney upholding the theory, and a 
formal opinion along the same line is 
expected soon. 

Summons General Agents 


A number of general agents received 

letters from the assessor’s office last 
week, calling them to a conference on 
the matter. None responded, but they 
were represented informally by Walt 
Tower, managing director Chicago As- 
sociation of Life Underwriters. 
, The county assessor’s taxation theory 
is Outlined in a statement made for THE 
NATIONAL UNDERWRITER by B. G. Har- 
rison, chief of the personal property di- 
vision under County Assessor J. L. 
Jacobs: 

“Under the revenue act of the state of 
Illinois, foreign incorporations are as- 
sessable on the value of ail property 
having a situs in this state. The life 
insurance policies written and in force 
in the state of Illinois are property 
within the meaning of the statute and 
are assessable as such in the amount of 
their actual fair cash value to the life 
insurance company. 

“Ordinarily in the case of foreign cor- 
porations, the tangibles are allocated in 
Cook county in the ratio of sales here 
to total sales of the corporation. How- 
ever, the county assessor is contemplat- 
ing.a somewhat different plan for for- 
eign life insurance companies. 


Set $8 Value Arbitrarily 


“A full, fair cash value of somewhere 
between $8 and $15 per $1,000 of insur- 
ance in force is under consideration 
here. This figure would of course be 
subject to the application of a 37 percent 
equalization factor. The tax would then 
be determined by applying the tax rate 
per $100 to such equalized assessed 
value. 

“Tf the value used should be $10, the 
equalized assessed value would be $3.70 
and the tax rate of South Town (which 
includes the loop business district) 

(CONTINUED ON LAST PAGE) 
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Are they interested? They 
are! Thousands of families 
have asked for “that book- 
let which tells in easy-to- 
understand words how I 
can get full protection for 
my family in spite of this 
depression.” 


‘A ut 


for families with 
depression incomes 





Yes ... there are thousands of them. We all know it. 
Families who have been hard hit . . . salaries cut . . . in- 
vestments not producing . . . total incomes ’way down. But 
they want protection just the same. And they’re looking for 
a way out. 

In Union Central’s national advertising in The Saturday 
Evening Post, Time, Collier’s—and over the Columbia 
Broadcasting System—we’re offering that “way out” in the 
Economic Adjustment Plan. Already this policy has pro- 
vided more than $100,000,000 worth of new protection for 
American families. 

This 1934 selling appeal is ringing the bell because it 
recognizes today’s obstacles—and gets around them—before 
the prospect has a chance to bring them up! 





“I’m desperately worried, Jane. If any- “Why not look into that 
thing should happen to me, you and the new Economic Adjustment 
children wouldn’t have enough to live on. Plan we were _ reading 
Of course, when times get better ... .” about last night?” 


The 
UNION CENTRAL 


Life Insurance Company 


CINCINNATI 





High Grade Rail Bonds Have 
Esteem of Actuaries Toda 





One of the salient points brought out 
in the informal discussion on invest- 
ments at the annual meeting of the 
American Institute of Actuaries in Chi- 
cago is that underlying securities of 
good railroads today enjoy the esteem 
of the life companies, while utilities are 
decidedly under a cloud. 

L. M. Cathles, North American Re- 
assurance, pointed out that the railroads 
for a generation have been persecuted 
iby the government. Now there is a 
change in sentiment and _ supervising 
authorities realize they have been too 
severe and that the railroads should not 
be destroyed. There is a more tender 
attitude toward railroads. 


Utilities Abused Freedom 


On the other hand, utilities have had 
a free hand until a year or two ago. 
They abused their fredom to consider- 
able extent and there is a determined 
effort on the part of the authorities and 
the public to place restrictions on them. 
There is a strong feeling among or- 
dinary people that they have been im- 
posed upon by the utilities. During the 
depression the securities of utilities held 
up in remarkable fashion and made a 
much better record than the rails. How- 
ever, Mr. Cathles said he favored the 
rails decidedly now. 

Mr. Cathles expressed the belief that 
the life companies have nothing to 
worry about as to the effect of inflation 
on their investments. 

He said there was no advantage in 
buying the older government issues 
which contained the gold clause. The 
holder is not going to get the gold. 

A few corporations, which in the past 
issued bonds with the gold clause, are 
paying the maturities in gold to bona 
fide residents of foreign countries. 


Amortization Principle 


Mr. Cathles spoke a word of caution 
about the amortization principle, which 
he said is likely to lull people to sleep. 
That principle, he contended, is sound, 
but there must be certain common 
sense safeguards. The tendency of life 
companies is to buy securities and sit 
on them, not paying attention to mar- 
ket fluctuations. However, he con- 
tended, the bond market is hard to out- 
guess. The current market price is a 
pretty good estimate of the value of a 
bond, he said. 

If a well secured bond drops 10 per- 
cent in the market, it should be critically 
reviewed by the finance committee. His 
advice was to be careful in the choice of 
an investment in the first place, eter- 
nally to watch it after it is purchased 
and to have the courage to take losses 
early. 

As an example of why constant vig- 
ilance is necessary, he cited the drought. 
That condition, for instance, may have 
a vital effect on the railroads which 
serve drought stricken communities. It 
may mean the difference of a railroad 
company defaulting on its interest. 


Exchanging Securities 


There had been some previous discus- 
sion about the New York law which 
permits the exchange of securities with 
the retention of the book value of the 
former bond. Mr. Cathles said the life 
companies have not taken advantage of 
this provision of the New York law, 
while the fire and casualty companies 
have done so. The New York depart- 
ment insists that these transactions ac- 
tually be exchanged and be completed 
within 30 days. The _ superintendent 
must be advised within 15 days later and 
his approval in writing must be secured. 

Wendell P. Coler, American Central 
Life, contended that this provision of 
the New York law gives the companies 
a fine opportunitv to improve their con- 
ditions materially. The companies 
should not permit the bond dealers to 








L. M. CATHLES 


supervise the exchanges. He suggested 
that bonds of railroads doing a prepon- 
derance of passenger traffic be switched 
for bonds of rails with a preponderance 
of freight traffic. 

The basis has been laid for inflation, 
Mr. Coler said. There may be another 
flight from investments to commodities 
and equities. If this comes about, there 
is likely to be an increase in the prices 
of commodities and the type of indus- 
try which spends more for commodities 
than for labor, will suffer more severely. 
The utilities are in this class, since they 
are heavier purchasers of commodities. 
Labor prices are likely to lag behind 
commodity prices, which would make 
the situation of the railroads more at- 
tractive. Furthermore the public sym- 
pathy is stronger for the railroads to- 
day than for the utilities. The govern- 
ment has indicated that it is ready to 
initiate rate suits against the utilities, to 
finance competitive building and to in- 
crease the taxes. 

If there is another flight from con- 
servative high grade bonds, Mr. Coler 
said the life companies should not be 
concerned. When the country becomes 
accustomed to the new value of the 
monetary unit, new investors will again 
go in for high grade bonds. That is 
what happened last fall when the high 
grade bonds snapped back after a slump. 
When the fear of inflation passes, high 
grade bonds will return to favor. 


Favors Serial Payments 


A. J. McAndless, Lincoln National 
Life, advocated serial repayments of 
mortgage loans on residence property 
particularly. Such repayment is not as 
adaptable to farm loans, because the 
farmer’s income is seasonal. However, 
for farm loans there should be annual 
prepayments falling at harvest time. 

Apartment house and business prop- 
erty loans are not as well adapted to 
serial repayment as residence property. 

Mr. McAndless predicted that, in the 
future most of the companies will han- 
dle their loans through salaried repre- 
sentatives in the field. The system of 
maintaining correspondent loan agents 
has not worked out well, he said. The 
correspondent in the first instance gets 
a fee from the borrower and then each 
vear gets something from the company. 
In depression times, the correspondent 
is usually not strong enough to carry 
the bad loans. He is able to tide things 
over for a short time, thus preventing @ 
company from realizing that it is run- 
ning into heavy weather. 

The fact that a correspondent gets 4 
commission on the renewal of a loan 
from the borrower is a bad practice. be- 
cause if the borrower has any funds at 
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that time, they go to the correspondent 
athe than to the reduction of the prin- 
cipal. 

Ms. McAndless said that there have 
been no defaults in the general obliga- 
tions of the big cities except Detroit and 
Chicago. Some of the resort cities have 
had a bad experience. Some of the 
small cities have been variously affected. 
Some have been hurt by bank failures, 
crop failures, mismanagement or dis- 
honesty in the handling of sinking 
funds. The large cities have better 
fiscal management. Some cities have 
been embarrassed merely because there 
have been large bond maturities falling 
due during the depression. 

In judging the desirability of a mu- 
nicipal bond, the debt burden of the 
population should be taken into consid- 
eration, income and wealth, and tax 
paying ability. For instance, in the 
south although the population may be 
large, there is a large number of non- 
tax paying Negroes. Overlapping debts 
should be investigated, such as school, 





road, flood, irrigation districts and also 
county and state overlapping debts. 

Issues of the smaller communities are 
less marketable. They pay higher in- 
terest rates but care should be exer- 
cised in handling them. Information is 
harder to get about them. 

An exchange of bonds to improve the 
condition of the portfolio usually in- 
volves a decrease in interest or a longer 
maturity. 

Outlook Is Satisfactory 


The outlook for the underlying mort- 
gages, the better utilities and railroads 
is satisfactory, Mr. McAndless_ con- 
tended. The use of electric output is 
growing faster than rail traffic. How- 
ever, large investments in railroads are 
justified at this time, he said. The rate 
structure of utilities is threatened, which 
will mean a cut in the income of holding 
companies. 

There is a tendency to abolish sub- 
sidiary operating companies and merge 
them with the larger holding companies. 





This tendency has not been carried far 
enough, however, to justify investment 
in holding companies. 

F. R. Jordan, Franklin Life, spoke in 
favor of serial repayment of mortgage 
loans. He pointed out that when such 
payments are made the mortgagee is in 
better shape when, as and if default 
comes. 

In picking municipal bonds of smaller 
communities, diversification of industry 
is an important item. A small city de- 
pending almost entirely on coal mining 
activities, for instance, is in a bad way. 


Connecticut General Promotions 


A number of appointments are an- 
nounced by the Connecticut General. 
Henry G. Pickard, who has been con- 
nected with the company since 1916, has 
been appointed assistant maanger of the 
Smith agency in Philadelphia. McClure 
Brothers have been appointed district 
agents at Lancaster for the same agency 
and S. Edward Moore, who has been 





in charge of the Harrisburg office since 
1926, has been named district agent at 
Harrisburg. 

C. P. Bell, who has had 15 years insur- 
ance experience, has been appointed as- 
sistant manger in the H. M. Clark 
agency in Albany. 

W. F. Harper becomes district agent 
in Johnston, Pa., for the Pittsburgh 
agency. 


No Annuity Exemption 


The story of the new annuity tax, ap- 
pearing in the May 25 issue of THE 
NATIONAL UNDERWRITER has given some 
the impression that the law as it now 
stands contains a $500 exemption. The 
$500 exemption feature was proposed in 
the original measure, but was eliminated 
in committee. 


L. J. Lensmeyer, Manitowoc, Wis., has 
been appointed district manager of the 
North American Life & Casualty for four 
counties. 

















She Didn't 
Pinch Pennies 


A RETIRED business 
woman enjoying life, she 
didn’t miss any fun while 
she prepared for the life 
income she is receiving 
today. She simply planned 
with a part of her earnings 
for a John Hancock An- 
nuity—the ideal arrange- 
ment for young working 
people who want to stay 
young through life. 
the coupon for interesting 
information. 
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Women as Prospects 


‘THE JOHN HANCOCK has watched with 
interest the changing attitude of women 
toward life insurance. Once concerned only as 
beneficiaries, they have become a force as 
buyers, keeping step with their increased 
responsibilities as independent business women, 
as co-earners with their husbands and as the 
actual heads of families. Through various 
agencies, this Company has substantially aided 
in the education of women toward a realization 
of what life insurance and annuities can do for 
The advertisement shown at the left 


appears In national magazines. 
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Record Gains Continued in May 





The Connecticut General Life’s May 
issued business gained 51 percent in 
amount and 68 percent in number of 
policies. 

ae ae 

The Berkshire Life’s new premiums 
increased 231 percent for the first five 
months. 

ae. ae 

A gain of 70 percent in new paid life 
business during May is reported by the 
Connecticut Mutual Life. Sales 
amounted to $9,683,566, as compared 
with $5,697,677 during May, 1933. For 
several months paid business has shown 
large increases: March, 39.9 percent in- 
crease; April, 69.7 percent increase; and 
May, 70 percent. For the first five 
months total life paid sales amounted 
to $36,803,470, as against $27,037,366 last 
year, a gain of 36 percent. During May, 
the total paid sales on all classes, includ- 
ing life insurance, retirement annuities 
and single premium annuities, showed 
an increase of 77.4 percent, the five 
month gain being 43.7 percent. 


The biggest single day’s business in 
the 50 year history of the Franklin Life 
resulted from a one-day drive on May 





31. Forty-five general agencies with as- 
signed quotas aggregating $1,000,000 re- 
ported an excess of 40 percent over 
quota for a total of $1,400,000 of writ- 
ten business, establishing a new ll- 
time, all-territory record for the com- 
pany. The golden anniversary of the 
Franklin Life will be celebrated July 23, 
with an agency convention at its home 
office. 
kk Ox 

May with a 100 percent increase was 
best production month in the Great 
American Life’s history. A material in- 
crease was made over the April volume. 
Renewal premium income for May 
showed a substantial advance. 


The Equitable Life of Iowa paid for 
$5,251,619 in May, a gain of $1,757,255, 
or 50.3 percent—the best May record 
since 1931. May was the eighth conse- 
cutive monthly gain. The cumulative 
gain since Jan. 1 is $5,923,432, or 31.9 
percent with a total of $24,493,774. Dur- 
ing May, 43 percent of the paid business 
was on the lives of policyholders, bring- 
ing the proportion of policyholder busi- 
ness for the year to date to 38.2 per- 
cent. The B. F. Hadley general agency 





at Columbus, O., led the field in paid 
business for May with $263,708. R. H. 
Sheldon, Los Angeles, led in personal 
production with $62,000 and A. L. Lan- 
phear, Chicago  Griffin-Ingram-Pfafft 
agency, led in business secured from 
policvholders with $48,250. 
RE 


A 106 percent increase in paid busi- 
ness for May is the record of Hall 
Month—the annual drive conducted by 
the Lincoln National Life in honor of 
President Arthur F. Hall. This was 
the best Hall month since 1929. In 
number of applications, May was the 
largest of any month since October, 
1929. 

ee 

The Union Central in May more than 
trebled its paid for production in May, 
1934, with a total of $28,597,498. The 
company’s financial position and liquid- 
ity have been improved rapidly in the 
last few months. Jan. 1 the figure was 
$10,184,000 and as of May 15, it was 
$25,300,000. 

*x* *K * 

The central department of the Equit- 
able of New York, headquarters in Chi- 
cago under direction of W. M. Rothaer- 
mel, superintendent of agencies, has had 
large increase in paid business so far 
this year. In May paid production was 
$17,536,057, compared with $10,888,368 
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OUR ORGANIZED SALES PLAN 


Provides complete VISUAL Presentations, varying for each prospect ac- 
cording to his needs. 


There’s the “Success” story for the Young Man 
The “Pension” story for the Older Man 
Another for “Juveniles” 

One for the “Young Woman” 

A “Reconstruction” story : 


With a Policy Brief and about 100 figures prepared in advance for all 
ages and for about 25 different policy forms. 


Using this equipment the schedule anticipates AT LEAST TEN com- 
plete presentations weekly. 


As one man put it, “We’ve done it all for the boys but the footwork.” 
And they’re doing that beautifully—our business running about 145% of 
1933 for the first four months of the year. 


Interested? Then write 


Harold J. Cummings, Vice-President 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


Saint Paul 
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Besides showing HOW to have 
twenty NEW names to 


With a sure-fire way of turning 
twelve or more of them into ap- 
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in May 1933, an increase of 61 percent. 
The premiums were $623,135 as against 
$355,455 in the same month last year, 
an increase of over 75 percent. The 
1934 production to date is $79,624,461 
as against $55,481,175 in the same period 
last year, an increase of $24,143,286 or 
43.51 percent; premiums for the same 
period were $2,667,557 as against $1,- 
973,623, or 35.16 percent increase. I[n 
March the department paid for $17,673,- 
720, which was the best month since 
March, 1932. 
* * * 

May paid ordinary increased 25 per- 
cent for the Equitable Life of New 
York, making a five-month gain of 21 
percent. Five-month annuity sales in- 
creased 41 ee 113 percent. 


The Phoenix Mutual Life’s May sales 
gained 95 percent, the five month in- 
crease being 69 percent. A marked 
improvement in the policy loan situation 
is reported, there being a 31 percent 
decrease in the demand for new cash 
loans for the five months, and an 83 
percent increase in the number and 139 
percent in the amount of cash loan re- 
payments. The Phoenix Mutual has 
showed gains in new sales for the last 
ten months, 


The ordinary department of the 
Washington National of Chicago in 
May, 1934, reported first-year premium 
income increased 68 percent over May, 
1933; renewal premium income in- 
creased 29 percent, written business 21 
percent greater, and paid business 26 
percent greater than in May, 1933. 


* OK * 


Midland Life, Mo.—Five-month gain 25 
percent. 

State Mutual Life—Five-month gain 
of 25 percent. One-third of agencies 
more than 50 percent ahead of last year. 
28 per cent more than 100 percent. 

Lamar Life—Gain of 16 percent in May 
paid business. 

Continental Assurance, Ill.—66 percent 
increase in ordinary in the first five 
months. Insurance in force is now 172 
million, the highest amount in its his- 
tory. 

Guardian Life of New York—May gain 
45 percent, largest volume since June, 
1932. Five months gain 40 percent. 


The Edward A. Woods Co., Equitable 
Life of New York, Pittsburgh, increase 
of 34 percent in paid business in May 
over the same month last year. 

Pearce H. Young, Indianapolis, Union 
Central Life—May largest month in two 
years with $600,000 new business in 
honor of Manager Young’s second anni- 
versary. 





Takes New Post 











COL. CHARLES B. ROBBINS 


Col. Charles B. Robbins, president of 
the Cedar Rapids Life, is scheduled to 
become secretary, manager and general 
counsel of the American Life Conven- 
tion to succeed Judge Byron K. = 
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Observations on International 
Congress of Actuaries at Rome 





J. M. Powell of Boston, president of 
the Loyal Protective, was a visitor to 
the International Actuarial Congress at 
Rome. In making some observations for 
THE NATIONAL UNDERWRITER, Mr. Pow- 
ell said that the United States and Can- 
ada were well represented. Although 
the actuaries sailed on various ships, 
there were 13 actuaries on board the 
“Vulcania.” Among them were John S. 
Thompson, Mutual Benefit, president of 
the Actuarial Society of America; Henry 
Moir, United States Life, and Robert 
Henderson, Equitable Life of New 
York, past presidents, L. H. Howe, John 
Hancock Mutual, and others. There 
was almost an equal number of women 
in the party so the contingent was a 
very substantial one. Mr. Powell said 
that if one feels actuaries are inhuman, 
he should have seen them aboard the 
ship. Let an actuary get his mathemat- 
ical eye on shuffleboard, bridge, ping 
pong or other entertainment features 
and his whole mind is on it and he is 
out to win. 


Great Historical Background 


Mr. Powell states that although peo- 
ple are not accustomed to look to Rome 
for the historical development of actu- 
arial science, there are so many cen- 
turies of art, religion, education, con- 
flict, etc., all portrayed among the 
various buildings and ruins, that it gives 
one a new viewpoint toward his own 
science. There is a sense of the his- 
torical behind almost everything. Mr. 
Powell said that although the number 
of people in Rome in attractive uniforms 
gives a somewhat militaristic appear- 
ance, there is nothing in their conduct 
toward tourists except the finest of cour- 
tesy although they are extremely busi- 
ness-like. He states that no one can 
hope to see a finer group of young men 
attractively uniformed and well trained 
than the police force of Rome. 

Mr. Powell was especially impressed 
with the opening of the congress which 
took place in the Julius Caesar hall of 
the Capitol building. Counting the rep- 
resentatives of various governments, 
other guests and the members them- 
selves, there were over 2,000 present, 
many being unable to get into the hall. 
As is known, Mussolini opened the con- 
gress and although the address was in 
Latin, it was delivered without notes, 
was brief and decidedly impressive. Mr. 
Powell feels that Mussolini is an earnest, 
forceful and determined leader. He said 
that the changes for the better which II 
Duce has made and is making in Italy 
are subjects of common _ discussion 
among tourists. 


Free to Contribute Knowledge 


The business sessions to Mr. Powell 
were very impressive. So many of the 
countries were represented. Papers and 
discussions were reviewed briefly in the 
four official languages, English, French, 
German and Italian. One could not help 
but be impressed with the seriousness 
with which the representatives regarded 
actuarial science. He said it was a com- 
pliment to humanity in general and the 
actuaries in particular that these men 
were willing to disclose to representa- 
tives of all nations the results of their 
Many years of research and experience 
for the further improvement of actuarial 
science. 

Mr. Powell’s company devotes itself 
entirely to health and accident insur- 
ance. Therefore, he was specifically in- 
terested in the discussion of disability. 

€ said it is worthy of note that the 
experience in connection with disability 

as become more unfavorable during re- 
cent years in all countries from which 
any experience was given. He said that 
this is a strong argument for the issu- 
ance of this coverage on a sound basis. 
While this unfavorable experience is of 
Course the reason why so many life com- 








panies have discontinued issuing disabil- 
ity benefits, he regrets very much that 
they have felt obliged to take this action. 
No doubt, he said, every company rec- 
ognizes that such coverage is as impor- 
tant as life insurance itself. Conse- 
quently, he feels that the companies that 
have continued to issue this coverage, 
thereby insuring against any urgent eco- 
nomic need and attempting to place it 
on a sound scientific basis are to be 
heartily commended. 


Studied British Company Experience 


While abroad Mr. Powell noticed par- 
ticularly the experience of one of the 
largest British companies that operates 
in a number of countries. Its experi- 
ence with disability benefits—issued by 
its accident and health department— 
showed a profit in every country except 
the United States. In the United States, 
Mr. Powell thinks, officials should not 
be too much discouraged when the ex- 
perience of a few years is unfavorable, 
but rather should seek the causes of the 





unfavorable experience and place the 
coverage on a basis that is first of all 
sound and secondly, as liberal as pos- 
sible consistent with soundness. 

He said that in view of the fact that 
he was particularly interested in any- 
thing bearing on disability or health 
conditions, one of the most impressive 
things to him on the whole trip was 
some of the discoveries in Ostia, which 
is one of the ancient cities of Italy and 
has only recently been excavated to any 
great degree. Among these ruins buried 
for so many centuries, one can see lead 
pipes of the water system, an under- 
ground brick walled sewer system, bath 
houses with beautiful mosaic floors and 
other evidences of sanitary methods, 
which made him feel that the old Roman 
appreciation of health was fully as great 
as that of the present day. 


Rolph Had $700,000 Insurance 


It is reported that the late Governor 
James Rolph, Jr., of California carried 


$700,000 life insurance, $250,000 of 
which is understood to be with the 
Massachusetts Mutual Life. The Aetna 


Life, Mutual Benefit, New England Mu- 
tual and Penn Mutual each had $100,000, 
the Travelers $25,000, the Equitable 
Life of New York $17,500 and the New 
York Life a small policy. It is under- 
stood that the bulk of Mr. Rolph’s in- 





surance was taken for business pur- 
poses to protect his bank and other 
creditors through the failure of his ship- 
yards and other shipping interests soon 
after the world war. It was originally 
reported that Mr. Rolph had over $1,- 
000,000 insurance. 


Elect New York City Slate 


J. M. Fraser, general agent in New 
York City of the Connecticut Mutual 
Life, and other nominees announced at 
the last dinner meeting of the New York 
City Life Underwriters Association were 
formally elected Tuesday. Mr. Fraser 
succeeds F. J. Mulligan, Guardian Life 
of New York. G. B. Dorr, Northwest- 
ern Mutual, has been recommended for 
chairman of the executive committee to 
succeed Mr. Fraser. 


Hercules Admitted to Colorado 


The Hercules Life, organized by the 
Sears, Roebuck interests to take over 
the business of the National Life of the 
U. S. A., has been licensed in Colorado, 
and will be represented by Royal Hoo- 
yer of Denver, general agent there of 
the old company. 


Charles Spatafore, Pittsburgh agent of 
the Ohio State Life, has completed a 
year of consecutive weekly production. 
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This is one of a series of advertisements, reproducing the pages 
of a new book,“The Home Life Looks Forward”, which has just 
been published. If you care to have a copy of the entire book, write 
now to Cecil C. Fulton, Jr., Superintendent of Agencies. 


HOME LIFE INSURANCE COMPANY 


256 BROADWAY, NEW YORK, N-Y. 


ETHELBERT IDE LOW 
Chairman of the Board 


JAMES A. FULTON 
President 
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He Needs Your Belp! 


Remind your prospect of the importance of 
being careful in the selection of protection. 


Serious discussion of his 
Life Insurance require- 
ments, with you as his ad- 
viser, will enable him to 

* acquire PROTECTION 
THAT FITS. 


Such policyholders keep 
their insurance in force. 


Che Prudential 


Insurance Company of America 





EDWARD D. DUFFIELD, President 


Home Office - Newark, New Jersey 











NEUROLOGICAL NOTE 


Peer into the public prints of recent date and you will 
be reminded that one must have Healthy Nerves in order 
to get along in the world, 


Who needs Healthy Nerves more than 
widow and her fatherless children 
facing the future without adequate means? 
or 
Old men and women come to the end of 
earning-power’s trail? 


In such cases the sort of Healthy Nerves we mean are 
nent provided by certain, steady income derived frim life 
nsurance. 





The Life Insurance Company 


Bradford H. of Virginia 
Rae sal RICHMOND, VIRGINIA 
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bers who usually participate in the dis- 
cussions were absent from this meeting 
and there were not as many general of- 
ficers of the companies present as there 
have been at previous meetings. Those 
attending for the most part were the 
pure actuaries and much of the discus- 
sion was therefore of strictly a depart- 
mental nature. There was general agree- 
ment that a period of low interest rates 
is indicated; that retirement annuities, 
indiscriminately sold, are an evil; that 
railroad bonds again offer attractive in- 
vestment possibilities. 

After paying tribute to the memory of 
Mr. Mead, James Fairlie of the Abra- 
ham Lincoln Life and S. L. Phelps of 
the Volunteer State Life, Mr. Phillips 
delivered a short talk. People today, 
he said, are thinking in terms of secur- 
ity. In the past few years insecurities 
have been emphasized. Insurance has 
won public confidence and those in the 
business believe in its security and per- 
manency. Honestly and_ intelligently 
managed insurance is as permanent as 
the government under which it exists. 
No substitute has appeared for insur- 
ance, he said, although a broad govern- 
ment program, embracing unemploy- 
ment insurance, widows’ and old age pen- 
sions, etc., if successfully administered, 
might eliminate much of the need for 
insurance. He expressed belief that un- 
employment insurance is not feasible 
and he said he is dubious as to the prac- 
ticability of old age pensions. This is 
not to say that the majority may not 
wish to experiment with these schemes, 
however. 


Meeting Popular Demand 


The manner in which insurance meets 

the popular demand will determine its 
future welfare, he said. Mr. Phillips 
mentioned the stubborn resistance of the 
railroads some 25 years ago to reform 
and he expressed the belief that many 
major industries today stand in the same 
position that the railroads stood a quar- 
ter of a century ago. If substitutions 
and changes are destined to come in the 
insurance business, he said they should 
come from within rather than from 
without. Much depends upon the 
younger generation in the business and 
he expressed the hope that the actu- 
aries will bring about changes that will 
carry the business ahead of public de- 
mand. 
Wilbur M. Johnson, vice-president and 
actuary Central Life of Illinois, report- 
ing as treasurer, said on May 31 of this 
year assets of the institute amounted to 
$23,985. E. B. Fackler, independent ac- 
tuary, presented a paper on “Reinsur- 
ance Subject to Lien.” He was fol- 
lowed by Annie Mary Lyle, General 
American Life, who presented a paper, 
“Rating the Heart Murmurs: The Na- 
ture of the Problem.” 


British Mortality Investigation 


J. F. Elston, assistant actuary Travel- 
ers, presented a paper on the recent 
British mortality investigation. Then 
there was discussion of papers previ- 
ously presented. 

J. C. Rietz, actuary Midland Mutual 
Life, discussed the question of valuation 
of general accidental benefits. He ex- 
pressed the belief that a reserve of 50 
cents per $1,000 is not adequate if the 
coverage extends to age 65 or beyond. 
His company, he said, in 1919 started 
to write double indemnity benefits at a 
rate of $1.50, coverage ceasing at age 
60. A reserve of 75 cents per $1,000 was 
set up. Then a contingency fund was 
created from the excess of the mortal- 
ity reserve above the mortality cost. If, 
as and when the cost exceeds the re- 
serve, the plan is to draw from the con- 
tingency fund. 

The cost to the Midland Mutual of 
this item on a mean total exposure of 
$379,000,000 since 1919 has been 53.6 
cents per $1,000. There has been great 
fluctuation from year to year. He ex- 
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(CONTINUED FROM PAGE 3) 


arrived for rigid valuation requirements, 
The risk increases with duration and 
the companies should provide for this 
anticipated increase with higher re- 
serves or contingency fund. 

James F. Little, second vice-president 
and associate actuary Prudential, said 
his company originally extended the 
double indemnity benefits to the dura- 
tion of the policy and when the acci- 
dental deaths began to increase, the ex- 
perience was reviewed. It was found 
that the $1 rate which was_ being 
charged was adequate to age 30, but not 
for the higher ages. Therefore the Pru- 
dential added 5 cents per year so that 
at age 55 the cost would be $2.25. 


Investigation by Prudential 


The Prudential made an investigation 
to determine if there was_ selection 
against the company in the first policy 
year and this was found to be true. It 
may be that the reserves for the first 
year are too small. 

Mr. Hohaus discussed the paper pre- 
viously presented by Mr. Elston on 
“Mortality Experience under Extended 
Term and Paid Up Provisions.” Mr. 
Hohaus said the author’s findings that 
experience on such business compared 
favorably with other business was most 
encouraging. That is true, Mr. Hohaus 
feels, because such insurance gained its 
status automatically and did not involve 
selection. He said he fears that in fu- 
ture years there may be selection against 
the company where the policy contains 
options, such as giving the policyholder 
when he attains age 50 or so the choice 
of taking cash or extended term insur- 
ance. 

Warns of Over-refinement 


In commenting on a paper previously 
presented by W. A. Jenkins on “In- 
dices of Cost and Value as an Aid to 
Agency Management,” B. T. Holmes, 
Confederation Life, said actuarial aid in 
agency management must be used with 
discretion. Over-refinement is un- 
sound, he contended. 

A discussion of the same paper by 
Hudson Stowe, Manufacturers Life, was 
read. He pointed out that companies 
must watch the expense item closely now 
that the interest factor is running 
against them. The cost of insurance 
should be kept as low as the standard 
of service will permit, but the companies 





Is Presiding 














DR. JOHN R. NEAL, Springfield, Ill. 


Dr. John R. Neal, secretary and medi- 
cal director of the Abraham Lincoln 
Life, chairman of the Medical Section of 
the American Life Convention, is pre- 
siding over its annual deliberations at 
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must maintain their facilities. Acquisi- 
tion cost is the item of expense which 
offers the greatest opportunity and ne- 
cessity for control. Commissions are 
pretty well set and savings must come 
in the other departments, he contended. 

Mr. Elston read a criticism which had 
been prepared by J. E. Hoskins of the 
Travelers. Pointing out that mortality 
increases with the size of the policy, 
Mr. Hoskins asked whether this in- 
creased mortality cost of the larger 
policies offsets the lower acquisition cost 
on such contracts. 

Ross Moyer of the Business Men’s As- 
surance pointed out that margins are 
smaller with falling interest rates and 
the probability that mortality costs will 
increase. Three items to watch are ac- 
quisition cost, lapse rate and average 
size of policy. Preponderance of juve- 
nile or salary savings forms would af- 
fect the value of a company’s business. 
If the mortality experience on the busi- 
ness produced by any one agency is far 
different from that of the company, steps 
should be taken. 

Then started the informal discussions, 
which covered mortality, retirement an- 
nuities, method of compensating agents, 
fractional premiums, unemployment and 
social insurance, interest rates, invest- 
ments and surplus distribution. 


A. & H. Association Decides 
to Use “Income Protector” 





(CONTINUED FROM PAGE 3) 


H. R. Gordon, executive secretary 
Health & Accident Underwriters Con- 
ference, who explained it briefly. 

There was some discussion of the pro- 
cedure to be followed in connection with 
the “certified income protector” award. 
It was finally decided that the examina- 
tions should actually be conducted by 
the local clubs but certified to the na- 
tional association, which will issue the 
certificate. The newly created educa- 
tional committee, headed by W. E. 
Lebby, Los Angeles, as chairman, is to 
report by Sept. 1 a series of examina- 
tion questions which can be used in 
that connection. 

In recognition of the action of Gov- 
ernor James Rolph, Jr., of California in 
proclaiming Accident & Health Week in 
California for three successive years, it 
was voted to send the widow of the 
governor, who died very recently, a let- 
ter expressing the association’s appreci- 
ation of his action. A resolution was 
adopted declaring for a National Acci- 
dent & Health Week along the line of 
that in California. 

Notable Addresses Given 


“Joe” Gantz, general agent Pacific 
Mutual Life, Cincinnati, scored the big- 
gest hit of any of the speakers on the 
program, presenting in his usual dram- 
atic style the necessity for considering 
the prospect primarily as a “user” of 
the policy that is being presented rather 
than as a “buyer.” Harold R. Gordon 
told “What the Public Should Know 
About Accident & Health Insurance” 
and P. H. Rogers, Aetna Life, took up 
“Profitable Underwriting” from the 
standpoint of policy coverage, the agent, 
the adjuster and the home office. 

E. Lebby, Massachusetts Indemnity, 
Los Angeles, spoke on “High Pressure 
vs. Low Pressure Selling,” and R. M. 
Henry, Fairmont, W. Va., of the ad- 
vantages of a general agency with an 
accident and health background. C. M. 
Broeckel, Retail Credit Company, De- 
troit, discussed the use of inspections. 
C. G. Schillerstrom, Washington Na- 
tional, Louisville, retiring president, 
gave the historical background of the 
development of the national association, 
Starting with the organization of the 
first local club 22 years ago. E. H. 
Mueller, Pacific Mutual Life, Mil- 
waukee, told of the association’s aims 
and purposes. 

_At the session devoted to round table 
discussions, “Andy” Anderson, super- 
visor of the Continental Casualty, pinch 
hit for C. W. Elton of Pittsburgh in 


Training Producers.” Armand Sommer, 
Continental Casualty, had charge of the 
discussion on “Making Sales Methods 
Click” and the third section, conducted 
by “Count” Mueller, was devoted to 
“Production. Incentives.” 


Rodgers With Equitable of Iowa 


W. B. Rodgers, Pueblo, Colo., an out- 
standing producer for the Union Central 
for the past ten years, has been ap- 
pointed general agent of the Equitable 
Life of Iowa for a large part of south- 
ern Colorado. R. E. Fuller, assistant 
superintendent of agents was in Colo- 
rado to‘complete the new arrangement. 


Weidner Assistant Manager 


N. H. Weidner has been appointed 
assistant manager of the western Penn- 
sylvania department of the Reliance 
Life of Pittsburgh by Manager H. T. 
Burnett. He has been with the Re- 
liance for five years. 


Fraser Up $1,500,000 
The Fraser agency of the Connecticut 
Mutual Life in New York City paid for 
$5,500,000 in the first five months—a 
gain of $1,500,000. 





Prepare for Examinations 


for the C. L. U. This Month 


The annual examination of the Ameri- 
can College of Life Underwriters will 
be conducted this year on June 21-23. 
Examinations for the C. L. U. designa- 
tion are scheduled as follows: 

Part I—Life Insurance Fundamentals 
—from 9 a. m. to 1 p. m. on the 21st. 

Part II—Life Insurance Salesmanship 
—from 2 to 6 p. m. on the 2i1st. 

Part IIlI—General Education—from 
9 a. m. to 1 p. m. on the 22nd. 

Part I1V—Law, Trusts and Taxes— 
from 2 to 6 p. m. on the 22nd. 

Part V—Finance—from 9 a. m. to 1 
p. m. on the 23rd. 

In addition to the C. L. U. examina- 
tions, the college will also give exam- 
inations in life insurance agency fnan- 
agement. These are scheduled as fol- 
lows: 

Section A—Business Administration— 
from 2 to 6 p. m. on the 22nd. 

Section B—Sales Administration— 
from 9 a. m. to 1 p. m. on the 23rd. 

In accordance with the usual practice, 
regional examination centers are estab- 
lished in various parts of the country at 
accredited colleges and _ universities. 








These institutions are selected with a 
view to having places readily accessible 
to every candidate. 

; All information regarding the exam- 
inations can be obtained from David 
McCahan, secretary and assistant dean 
American College of Life Underwriters, 
503 Integrity building, Thirty-sixth and 
Walnut streets, Philadelphia. 


Seamon with Security Mutual 


Milton Seamon, who has been the 
leading producer of the Fitting agency 
of the Equitable Life of New York in 
New York City, has joined the Security 
Mutual Life of New York as associate 
general agent with Sigmund Reiss. The 
office will be known as the Reiss-Sig- 
mund agency. 


The late T. W. Vardell, who was 
president of the Southwestern Life of 
Dallas, left an estate valued at $2,560,- 
655, according to a report of inventory. 
Most of the estate was in state, county 
and municipal bonds. Among the as- 
sets were 800 shares of Southwestern 
Life and an item of $700,000 as his in- 
terest in the sales contract whereby the 
Southwestern Life was being purchased 
by the Missouri State Life. 
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Pan-American Agencies 
Have These Advantages 


A full line of Modern Life In- 
surance Contracts, including An- 
nuities, Salary Deposit, Group 


recruiting and training 


A positive-working Prospecting ser- 


Producers Clubs—Conventions. 
Established collection offices to aid 





domestic territory during 


nessee; in Charleston, 


Twelve or More Additional 
Branches Planned in 


INDIANA, OHIO, KENTUCKY, 
WEST VIRGINIA, TENNESSEE 


Well-defined plans for extension of agencies in its 


1934 call for the opening of 


twelve or more new offices in these states. Several choice 
openings exist in the cities of Fort Wayne and in South- 
west Central Indiana; in Lexington and Paducah, Ken- 
tucky; in Knoxville, Johnson City and Chattanooga, Ten- 
Parkersburg, Clarksburg and 
Wheeling, West Virginia and, in Ohio as well as in each 
of these states, a number of agencies will be opened in 
other cities of 25,000 or over. 


A special contract has been devised for the estab- 
lishment of these new branches, providing liberal allow- 


ances for development expenses during the early years. 
These allowances, plus the Pan-American's complete line 


and 


Experienced personal 


of salable policies including annuities, group and whole- 
sale and salary deposit insurance, and plus this company’s 
well-planned sales and prospecting aids, and recruiting 
and training plans for benefit of managers, assure success 
to the men appointed to fill these positions. 


producers between the ages 


of 25 and 45 years, preferably married, able to manage 


an agency and finance themselves temporarily and not 
now under contract, are invited to investigate these 
openings. Give full information as to experience and 
qualifications and submit photograph. 


Address Agency Inquiries To 


TED M. SIMMONS, Manager United States Agencies 











the section devoted to “Recruiting and 


PAN-AMERICAN LIFE INSURANCE CO. 


NEW ORLEANS, U.S.A. 


CRAWFORD H.ELLIS, President 
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Insurance Candidate in Ohio 


EXTENSIVE as the insurance field is, and 
numerous as its executives and em- 
ployes are, it is, strangely enough, only 
on rare occasions that men connected 
with insurance offer themselves for pub- 
lic office. 

It has been many years since Ohio has 
had a candidate for governor who has 
had any knowledge of or connection with 
insurance problems. This year there is 
a chance that the next governor of that 
state may be a man with insurance con- 
nections. CHARLES SAWYER, Democratic 
candidate in the Ohio primary to be 
held Aug. 14, has for many years been 
connected with the Union CENTRAL LIFE 
and is at the present time general coun- 
sel, member of its board of directors and 
chairman of its investment committee. 

We believe that it would be well for 


Need for a Definite Program 


GENERAL JOHNSON of the NRA at 
Washington holds that he will not ask 
a special code for insurance. Life in- 
surance companies and agents’ organi- 
zations have filed no codes at Washing- 
ton other than the general one relating 
largely to minimum wages and maxi- 
mum hours. The NationaL ASSOCIATION 
oF INSURANCE AGENTS, composed of local 
fire and casualty representatives, had 
filed a code of fair practices, which was 
rather militant in a way. The federal 
administration takes the position that 
insurance does not need a code and that 
it should regulate itself if there is need 
of any revision in its procedure. 

It would seem to be an appropriate 
time for the companies especially, and, 
in fact, all those interested in agency 
management, to consider very carefully 
with an eye on the future the condi- 
tions in the production field at present. 
The agency turnover is tremendous and 
tragic. Let some outsider look at the 
figures of life insurance, study the num- 
ber of people who enter the work as 
salesmen and those who drop out and 
he would doubtless be amazed at the 
result. The thousands of people com- 
ing and going through the agency 
doors, trying out the business for a 


those who vote in the Democratic pri- 
mary to give some thought to the candi- 
dacy of Mr. Sawyer, who at the present 
time is lieutenant governor of Ohio. 

If a candidate is otherwise qualified 
for the office which he seeks we believe 
that insurance men everywhere will look 
with favor upon the fact that he has had 
contact with and a part in the problem 
of their important industry. Almost 
every voter has a direct interest in in- 
surance problems as a policyholder, but 
those who work in the insurance field 
are more familiar with its great contri- 
bution to our present economic and so- 
cial welfare. It should be an easy mat- 
ter for any insurance man or woman to 
give support to one whose contacts with 
insurance have been as important as 
those of CHARLES SAWYER. 


while, getting discouraged, proving in- 
effective, revealing the fact that they 
cannot master themselves, calls for 
some definite, concerted business-like 
action to remedy the situation. 

The life insurance agency end has 
given a good account of itself. The re- 
sults have been highly satisfactory in 
days gone by. However, the time has 
come when we must all recognize the 
weaknesses in the machinery and en- 
deavor to support them. The Lire In- 
SURANCE SALES RESEARCH BUREAU re- 
cently made an interesting survey of 
Canadian conditions. It revealed that 
there is need for better selection; some- 
thing must be done to get the new men 
into production as soon as possible be- 
cause if they do not do some business 
during the first three months after re- 
ceiving their contract, the chances are 
that they will not be successful; con- 
tracts of agents who do not get into 
production within three months should 
be terminated unless, of course, there 
are extenuating circumstances. 

The MicuicANn STATE ASSOCIATION OF 
Lire UNDERWRITERS has made an exhaus- 
tive study of recruiting practices in that 
state. The practice of promiscuous 
prospecting was protested. The prac- 





PERSONAL SIDE OF BUSINESS 





Loventhal Brothers of Nashville, 
Tenn., are successful agents writing all 
kinds of insurance but devote much 
time to life insurance, representing the 
Northwestern Mutual Life. Lee J. and 
Charles B. H. Loventhal are the two 
senior partners, both being particularly 
interested in life insurance production. 
A third brother, Martin S., joined the 
agency April 1, 1924. Charles B. H. 
Loventhal completed the agency year 
as the leading producer for the company 
in Tennessee. He had a very success- 
ful record. He completed also 55 
weeks of consecutive production. Mr. 
Loventhal is a former president of the 
Tennessee Association of Insurance 
Agents, is prominent in the National 
Association of Insurance Agents and 
served as president of the special agents’ 
a of the Northwestern Mutual 

ife. 


George Braden of Louisville, son of 
Col. Forrest Braden, former chief of po- 
lice of that city and now assistant to 
President D. E. Ball of the Columbus 
Mutual Life, is the recipient of a schol- 
arship which will entitle him to go to 
Swarthmore College. In a recent Ken- 
tucky wide scholastic competition, 
George Braden represented his high 
school. 


The Sales Research Bureau moved to 
Hartford ten years ago. The organiza- 
tion began its work at the Carnegie 
Institute in Pittsburgh in 1921 and later 
moved to New York City for a year and 
a half before it was transferred to Hart- 
ford. When the bureau went to Hart- 
ford in June, 1924, there were 13 persons 
on the staff and 75 companies made up 
the membership. At the present time, 
the bureau has a staff of 32 and there 
are 120 company members. John Mar- 
shall Holcombe, Jr., has been manager 
of the bureau since its inception. 


Those attending the annual meeting 
of the American Institute of Actuaries 
in Chicago regretted to learn that two 
of their members are under the weather, 
they being Cecil F. Cross, Lincoln Na- 








tice of recruiting men to be poorly 
trained, if trained at all, for the purpose 
of getting each man to sell his near 
relatives and near friends before he is 
starved out of the business is a dis- 
graceful practice and not to the best 
interests of the business, declared the 
Michigan pronouncement. The conclu- 
sion was reached that there are far too 
many men taken into the business and 
allowed to drift for themselves. 

The men at head offices who have di- 
rect charge of agency operations have 
a responsibility to. fulfill. There are 
probably a number of doctors willing 
to prescribe. Whatever is done should 
be very practical and_ intelligently 
wrought. The industrial companies 
have made a success of their agency 
plan. Whether it can be applied to or- 
dinary solicitation is a question. Cer- 
tainly too much time is being taken with 
nonproductive people and too little time 


ae 


tional Life, and Victor R. Smith, gen. 
eral manager and actuary of the Con- 
federation Life. 


S. C. Vinen, one of the most success. 
ful representatives of the Canada Life, 
and a former chairman of the board of 
the Life Underwriters’ Association of 
Canada, died in Toronto after a short 
illness. 


Stricken with a heart attack, F. W. 
Hobson, assistant superintendent of 
agencies Imperial Life of Canada, died 
suddenly in Toronto. He served as Re- 
gina manager of the Equitable Life of 
New York, and as manager at Brandon 
for the Imperial Life before joining the 
head office staff of the latter company 
as assistant superintendent of agencies 
in 1926. 


A. C. Utter of Detroit, state agent 
New England Mutual Life, celebrated 
his 60th birthday last week. He has 
been with the New England Mutual 24 
years. He is past president of the Asso- 
ciated Life General Agents & Man- 
agers, of the Detroit Life Underwriters 
Association and of the National Asso- 
ciation of New England Mutual General 
Agents. - 


M. S. Resor, Mason City, Ia., agent 
of the Illinois Bankers Life, has had 
52 consecutive weeks of production, 
having written 157 applications in that 
time up to the close of May. In May 
he led the entire agency force with 40 
applications, 


L. M. B. Morrissey has just celebrated 
20 years as head of the Davenport, Ia., 
office of the Phoenix Mutual Life. He 
served as president of the Davenport 
Life Underwriters Association. 


Mortimer J. Miller, junior partner in 
the general agency of M. R. Miller & 
Son of the Penn Mutual Life, with of- 
fices in Rochester, Buffalo and Syra- 
cuse, died in Genesee Hospital, Roches- 
ter, of pneumonia. He entered the gen- 
eral agency of his father in 1921. He 
had a distinguished war record, being 
awarded the Croix de Guerre. He 
served with the French forces before 
the United States entered the war. He 
was a graduate of Yale University. He 
was 38 years of age. 


The Employes Club of the California- 
Western States Life honored Actuary 
H. H. Buckman at a picnic given at 
the Woodland Flyers Club. As a tes- 
timonial for 20 years of service Super- 
intendent of Agents J. L. Collins pre- 
sented a gold watch to Mr. Buckman. 
A parchment scroll bearing the names 
of all of his associates was also pre- 
sented. 


Charles F. Williams, president of the 
Western & Southern Life, has been 
elected a director of the old and famous 
Rookwood Pottery in Cincinnati. He 
has also been appointed chairman of the 
cancer control council of the College of 
Medicine of the University of Cincin- 
nati. 

The general manager of the Canada 
Life, A. N. Mitchell, is in the British 
Isles on his annual inspection tour. of 





given to those that really have the ca- 
pacity to do greater things. In many 
offices some agents are not earning the 
minimum wages required to be paid 
office boys under the NRA. This con- 
dition certainly is one that should cause 
us all to do some thinking. The busi- 
ness of life insurance should regulate 
itself and it has the men in it thor- 
oughly qualified to evolve a program 
that will be more efficient and less 
wasteful. 








that company’s overseas organization. 
He is attending the convention of the 
British Isles division production clubs 
in addition to visiting the various 
branches. 

C. E. Waters, in the mathematical de- 
partment at the home office of the Mu- 
tual Benefit Life, and W. T. Church, 
retired, are celebrating their 25th anni- 
versary with the company. 


Practically the entire home office per- 
sonnel of the American Central Life of 
Indianapolis enjoyed an outing at For- 
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est Park, Noblesville. A noon-day 
chicken dinner was followed by swim- 
ming, golf and cards, 


Hoyt W. Gale of the Hoyt W. Gale 
Co. Cleveland general agent of the 
Home Life of New York, has invited 
general agents and managers of Cleve- 
land to a barbecue June 22, at his coun- 
try home, “Galewood.” Judge Carl 
Freibolin of Cleveland will speak on 
“Ohio Laws and Life Insurance.” 


W. J. Bryden, secretary and general 
manager of the Victory Life of Topeka, 
with his wife and daughter Leah, will 
sail June 30 on the Leviathan for a 
three-month tour of England, Scotland, 
Wales and Ireland. They are driving 
to New York and will take their car to 
Europe. Miss Bryden is assistant ac- 
tuary of the company. 


W. J. Graham, vice-president of the 
Equitable Life of New York in charge 
of group, was a visitor in Chicago. 


R. M. Beckley, formerly superinten- 
dent of agents of the Western States 
Life and later agency supervisor for the 
Pacific northwest for the California- 
Western States Life, is ill in a San 
Francisco hospital. He spent 20 years 
with the former Western States Life 
and is well known on the coast. He 
recently retired from active work due 
to a heart condition. 


When O. W. Veth of the White & 
Odell agency, Minnesota state managers 





for Northwestern National Life, turned 
in an application last week it marked 
the 676th consecutive week of his as- 
sociation with Northwestern National in 
which he has qualified for membership 
in the App-A-Week Club. 


President T. A. Phillips of the Minne- 
sota Mutual Life is celebrating his 25th 
anniversary. Mr. Phillips went with 
the Minnesota Mutual as secretary and 
actuary in 1909 after serving four years 
in the New York Life’s actuarial de- 
partment. Mr. Phillips served in the 
war and on his return was made vice- 
president of the Minnesota Mutual and 
in 1929 he became president. He has 
been active in civic affairs in St. Paul, 
being a past president of the Rotary 
club. Since Mr. Phillips joined the 
company it has grown to ten times its 
original size. In commenting upon Mr. 
Phillips’ anniversary. E. W. Randall, 
chairman of the board, said: “His care- 
ful study and energy have been mani- 
fest throughout and his constructive in- 
fluence has been felt all along the line. 
Mr. Phillips has had an important part 
in all the company’s growth and de- 
velopment.” Mr. Phillips will be hon- 
ored by the company in a production 
drive in June. 

Mr. Phillips was reelected president 
of the American Institute of Actuaries 
last week. 

T. E. Hartmann, New Jersey general 
agent New England Mutual Life, ad- 
dressed the Newark Optimist Club on 
“Annuities.” 








NEWS OF THE COMPANIES 





Confidence in Lacy Voted 


New President of California-Western 
States Off to Good Start at 
Meeting of Managers 





O. J. Lacy, who recently took charge 
as president of the California-Western 
States Life of Sacramento, called a con- 
ference of all the agency managers that 
could be rounded up on a day’s notice. 
About 20 managers and their assistants 
attended. One or two of the managers 
who had been disturbed by the reorgani- 
zation of the official staff of the com- 
pany, and had debated making another 
connection, were much impressed with 
Mr. Lacy and pledged themselves to 
remain with the company. A vote of 
confidence on the part of the agency 
—— was tendered the new presi- 
ent. 

The annual agency convention of the 
Soxvene will be held at Coronado, Aug. 
8-30. 

J. Roy Kruse, the retiring president 
of the company, is remaining temporarily 
to help President Lacy get started. Mr. 
Kruse plans to take a vacation of about 
two months and then expects to reenter 
the life insurance business. He is a 
comparatively young man and has spent 
Practically his entire business life in in- 
surance work. 

The executive committee of the Cali- 
fornia Western States now consists of 
Peter Cook, Jr., Rio Vista, Cal.; H. B. 
Dresche, Sacramento; George Pollack, 
Sacramento; Thomas McCormick, Sac- 
ramento; Phil Ware, Chico, Cal.; A. D. 
King and Dean Witter, both of San 
Francisco. 

Pilgrim National Life Lineup 

The Pilgrim National Life of Chi- 
cago, a legal reserve stipulated premium 
company, which was licensed by the IIli- 
nois department last November, shows 
assets $29,521 and surplus $26,794. It 
has $50,000 authorized guaranteed capi- 
tal and $26,150 paid in. J. W. Welden, 
formerly director of the Old Colony 
Life, is president; A. F. Seelig, who has 
been an agent and superintendent of 
agents, vice-president and head of the 
agency department. D. Hunnell, 
who was formerly claim manager and 





has been in home office work, is vice- 
president. G. L. Lutterloh, who was 
formerly secretary of the Peoples Life 
of Chicago, is connected with the com- 
pany. 


New Provident Mutual Director 


J. H. Scattergood has become a di- 
rector of the Provident Mutual Life. He 
is a graduate of Haverford and Har- 
vard. He is vice-president and secre- 
tary of the American Water Softener 
Company. He was assistant commis- 
sioner of Indian affairs under President 
Hoover and a former member of the 
public service commission of Pennsyl- 
vania. He is treasurer of Bryn Mawr 
College and Haverford College. He is 
a trustee of Hampton Institute. 


Stage 32nd Anniversary Drive 

The Columbian National Life is hold- 
ing a one month 32nd anniversary cam- 
paign ending July 2. Four goals have 
been established and senior campaign- 
ers have a quota of $32,000 of new life 
business, representing the 32 years the 
company has been in business. The 
other goals are for lesser amounts. 





Can’t Sue Maryland Assurance 


Dissolution of a company is a revoca- 
tion of the authority given to the New 
York insurance superintendent to accept 
service of process for it in suits com- 
menced against it. This was the de- 
cision of the United States district court 
for the southern district of New York 
in Keesser vs. Maryland Assurance. 

The business of the Maryland Assur- 
ance was assumed in 1924 by the Eureka 
Life of Baltimore and the name of com- 
pany changed to the Eureka-Maryland. 
In 1919 the Maryland Assurance entered 
New York State and authorized the 
New York superintendent to accept 
service of process. The action by Kees- 
ser is on a policy alleged to have been 
issued by the Maryland Assurance in 
1919. Service was made on the New 
York superintendent in 1934. 

In the absence of statutes, the court 
held, extending corporate life for lim- 
ited purposes after dissolution, a dis- 
solved corporation is as extinct as a 
dead man. It is not subject to suit. 
Keesser is not without redress, in case 
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Men Wanted — Reliable and Trustworthy Men To Sell 


The United Six-Way Protection Contract 


All in ONE POLICY: 

1. IF YOU LIVE TO AGE 65—it will pay you $5,000. 

2. IF YOU DIE BEFORE AGE 65—it will pay your family $5,000. 

3. IF ANY FATAL ACCIDENT should occur to you—it will pay your 
family $10,000. 

4. IF CERTAIN FATAL ACCIDENTS should occur to you—it will pay your 

family $15,000. 

56. IF ACCIDENTAL INJURY should totally incapacitate you—it will pay 
you $50.00 per WEEK for 52 WEEKS, and $25.00 per WEEK thereafter. 
This pays for ONE DAY, ONE WEEK, ONE YEAR or for LIFE. 

(Non-Cancellable) 
(Non-Proratable) 

IN ADDITION: 

6. IF YOU BECOME TOTALLY AND PERMANENTLY DISABLED—you 
will be relieved of the necessity of making any further premium de- 
posits. Then at age 65 you will receive $5,000, just as though you had 
continued to make sopes te yourself. In the event of your prior death 
the FULL FACE VALUE of the Policy will be paid to your family. 


GENERAL AGENCY AND DISTRICT MANAGER OPPORTUNITIES 
AVAILABLE. 


Write—Agency Department 
UNITED LIFE AND ACCIDENT INSURANCE COMPANY 
Concord, New Hampshire 
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Connecticut General 
Family Income ‘Trust Agreement 


The agreement is issued with any per- 
manent plan. It provides additional in- 
surance during the family income period 
payable as income. At the end of the 
period or thereafter face amount is also 
payable as income but subject to with- 
drawal in part or in whole. 


Living expenses until children are self- 
supporting and a life income for their 
mother provided without overtaxing cur- 
rent income. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 





THE LINCOLN NATIONAL LIFE 


INSURANCE COMPANY of Fort 


ca 


Wayne, Indiana. provides its 


field men with a complete 


DIRECT MAIL plan. 





It is timely=it is flexible -it gets 
results. The plan is FREE to 


qualified field representatives of 


* 


his claim has merit, for he may go to 
Maryland and bring suit against the 
company, which assumed the liabilities 
of the old concern. 





No Action on the Register 


The Register Life of Davenport is 
still in the hands of the Iowa insurance 
commissioner as receiver. No bids have 
been called yet for reinsurance or man- 
agement contract. It is generally under- 
stood that bids will be called for shortly 
and about 10 days will be given for the 
submission of proposals. It is not 
known just what lien will have to be 
placed on the Register Life policies but 
it will probably run about 60 percent. 





Mutual Benefit Employes Elect 


NEWARK, June 14.—At the annual 
meeting of the Pelican Club, home of- 
fice employes’ organization of the Mu- 
tual Benefit Life, A. E. Doughtery, was 
elected president. Other officers are 
Cora E. Walker, vice-president; Elinor 
J. Oldenburg, secretary, and _. 
Bleier, treasurer. E. H. Lee, Alice M. 
Simms, James Moore and C. W. Wied- 
mann, were elected to the board of gov- 
ernors. 





Nebraska Society Improved 


LINCOLN, NEB., June 14.—On ap- 
plication of the attorney general, the 
Nebraska supreme court has issued an 
order ousting the Franklin County 
Benevolent Society from operating as a 
life insurance company under the law 
permitting unincorporated mutual life 
associations to operate. Its officers, G. 
P. Spence, C. W. Hevner, G. R. Woods, 
L. H. Held and N. Neville are enjoined 
from operating unless and until they 
sennre as a life company under the 
aw. 





Lincoln Liberty School Successful 


So successful was the three-day 
school of instruction for agents held by 
the Lincoln Liberty Life at Lincoln that 
it was voted to make it an annual affair 
hereafter. Thirty new sales recruits 
were given advanced instruction under 
the direction of A. J. Gillette, and the 
session ended with a luncheon at which 
sales talks were made by Joseph Albin, 
general manager; E. N. Van Horne, 
treasurer and Mr. Gillette. 





Life & Casualty Victimized 


_That the Life & Casualty of Nash- 
ville appears to have been among those 
victimized in the flooding of Tennessee 
with forged county road bonds was in- 
dicated in an investigation now being 
conducted in that state. The Life & 
Casualty had $40,000 of Henderson 
county bonds, which were posted with 
the company by Col. Luke Lea as par- 
tial security on a $26,000 loan to him 
in March of this year. The Hender- 
son county bonds are reported to have 
been almost perfect counterfeits. Lea 
is reported to have stated he obtained 
the bonds from a west Tennessee at- 
torney, in exchange for stock in the 
“Free Press,” a newspaper Lea was or- 
ganizing. 





Dern at Los Angeles 


A. L. Dern, vice-president and man- 
ager of agencies of the Lincoln National 
Life, visited the southern California 
agency in Los Angeles under Walter T. 
Shepard and was the guest of honor at 
a luncheon-meeting. Mr. Dern told 
about his tour of the company’s entire 
agency organization. Every agency 
which he has visited shows a substantial 
increase in production. 

Mr. Dern is stopping at Salt Lake 
City and Omaha on his return to Fort 
Wayne. 


Gormican Elected Director 


J. T. Gormican of Fond du Lac, Wis., 
was elected a director of the Wisconsin 
Life of Madison to fill the vacancy 








the Company. 





Anderson who, on account of his age— 
88—wished to be relieved. 

Mr. Gormican’s election is in recog- 
nition of the service he has rendered the 
company the past 19 years in Fond dy 
Lac and Dodge counties. He is recog. 
nized as one of the outstanding life in- 
surance men in his community. 


Ecker in New England 


The funeral march of the depression 
and the definite return of prosperity was 
heralded by F. H. Ecker, president 
Metropolitan Life, at a two-day confer- 
ence in Boston with more than 1,000 
agents. He was accompanied by Vice- 
presidents E. H. Wilkes and H. E, 
North, and W. S. J. Shepherd, super- 
intendent of agencies. 

At New Haven, Conn., Mr. Ecker 
spoke to 25 managers at a morning ses- 
sion and to 700 agents in the afternoon. 








Acme Life’s New Plan 


The Acme Life of Tulsa is having 
success in the sale of its recently au- 
thorized economic adjustment stock with 
policy plan. The cost the first three 
years is low. The policy, if death occurs 
within three years provides that stock 
will be delivered to the beneficiary; 
thereafter stock will be delivered as pro- 
vided for in the founders special con- 
tract. The contract enables a person 
even on a reduced income to provide full 
protection and share in profits. W. R. 
Shirley is president, and George Kabu- 
reck agency director, both with over 25 
years’ experience in the executive end of 
life insurance. 





Helps Administer Fund 


James C. Tucker of Texas has taken 
a position with the trustees of the 
Royal Union Fund of the Lincoln Na- 
tional Life to administer some $9,000,- 
000 of municipal, road and independent 
school district bonds held by the fund. 
Most of these bonds were issued in 
Texas. Mr. Tucker was formerly chief 
accountant for the Board of County & 
District Road Indebtedness of Texas. 





Roscoe to Home Office 


L. S. Roscoe was appointed home of- 
fice field supervisor by the Equitable 
Life of Iowa. He has been a success- 
ful producer in the Los Angeles agency 
since 1923 and will now be stationed 
at Des Moines. 





Incorporate Canadian Company 


An act to incorporate the Ancient 
Foresters Mutual Life was passed by 
the Canadian house of commons. 





Company Notes 
The Standard Life of Jackson, Miss., 
has been licensed in Alabama. 
The Continental Assurance has ~ 
clared the usual quarterly dividend © 
50 cents payable June 30. 





New Annuity Book by 
G. W. Fitch Is Now Out 


G. W. Fitch, author of “One Way to 
Security in Old Age,” has gotten out 
a new book called “What Everybody 
Wants to Know About Annuities.” He 
believes in a guaranteed income through 
the annuity route. “Buy an annuity, 
says Mr. Fitch. “An annuity is a fixed 
income received regularly for a term 
of years or for life. This new way of 
achieving financial security and inde- 
pendence has become very popular dur- 
ing the last few years.” The book ex- 
plains simply and clearly what an an- 
nuity entails, what its advantages are, 
for whom it is most desirable and how 
it may be bought and paid for. He 
describes the various types of annuities 
and discusses the way they are handled 
by the insurance companies. The book 
is from the press of A. A. Knopf. It 
is sold by THE NATIONAL UNDERWRITER, 








caused by the resignation of Prof. R. B. 


the price being $2. 
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LIFE AGENCY CHANGES 





— 


Corbyn Goes With Occidental 


Million Dollar Central States Life Pro- 
ducer and Oklahoma State 
Manager Makes Change 








Marmaduke Corbyn has been ap- 
pointed Oklahoma general agent of the 
Occidental Life of California. Mr. Cor- 
byn has been Oklahoma state manager 
and a large producer for the Central 
States Life, having written $49,590,000 
of business from 1915 to 1931, $1,446,- 
000 in 1932 and $784,000 in 1933. Mr. 
Corbyn entered the business in 1904 
with the New York Life in St. Louis. 
After being promoted to cashier he went 
into the field as agent, later becoming 
agency organizer and assistant inspec- 
tor of agencies. In 1915 he joined the 
Central States Life as Oklahoma gen- 
eral agent. He graduated from New 
York university insurance school and 
is past president of the Oklahoma Life 
Underwriters Association and the Gen- 
eral Agents Club of Oklahoma. The 
Corbyn agency in Oklahoma City owns 
its own building. 


Hale Goes to Baltimore 


R. R. Hale, superintendent of agen- 
cies of the southern department of the 
Equitable of New York, has been ap- 
pointed agency manager at Baltimore. 
He has been with the Equitable since 
1908, starting in Little Rock and gain- 
ing experience in the St. Louis agency 
organization. He was transferred to the 
agency department of the home office in 
1919, later was made supervisor of 
agencies and then in 1929 became super- 
intendent of agencies, southern depart- 
ment, 


Spencer Takes Hartford Post 


O. S. Spencer, joint general agent 
in New Haven, Conn., of the Connecti- 
cut General for ten years, has been ap- 
pointed general agent of the Massa- 
chusetts Mutual in Hartford to succeed 
the late J. A. Walsh, who died recently. 

Mr. Spencer started as an agent of 
the Travelers in Hartford and later be- 
came assistant state manager in New 
Haven. He joined the Connecticut 
General in 1922 and became general 
agent in 1924, as a member of the firm 
of Wallace & Spencer. 


Prudential Changes 


R. P. Murray, former assistant super- 
intendent of the Prudential at Troy, N. 
, has been promoted to superintend- 
ent of that district. He is replacing 
L. Dunnigan, who is taking over the 
supervision of the New Britain, Conn., 
district. J. W. Mackintosh, former su- 
perintendent of the New Britain district, 
has recently been retired. 


R. I, Armour 


R. I. Armour has been appointed man- 
ager of the Aetna Life at Toronto suc- 
ceeding R. I. Clancey. Mr. Armour is 
a native of Scotland and graduated from 
the University of Toronto in 1927. In 
that summer he went into the Aetna 
Life group school at the head office. 

€ was assigned to the Toronto agency 
a manager of the group department. 
He has been manager of that end up to 
this time. Mr. Clancey retires to enter 
the financial and security field. 











Not Connected with Eichlitz 


In announcing recently the appoint- 
Ment of Stuart C. Pilcher of San An- 
tonio as district manager of the Guar- 
antee Mutual Life of Omaha, the state- 
Ment was erroneously made that Mr. 
Pilcher was connected with the George 
C. Eichlitz & Co. agency of San An- 
tonio. Mr. Pilcher has office space in 


the Fichlitz agency but that is the limit 
of his connection. 





Franklin Appoints Managers 





Griffiths Named at Cleveland, Rogers at 
Jackson, Miss., and Goodman 
at Memphis 





The Franklin Life has appointed three 
new managers. A. L. Gritfiths has been 
made associate manager of the life de- 
partment of the W. F. Ryan Company 
of Cleveland, Franklin Life general 
agents. Mr. Griffiths has had several 
years’ experience with the John Han- 
cock Mutual Life and Acacia Mutual. 

A. L. Rogers has been made manager 
at Jackson, Miss., attached to the Jen- 
kins & Boyle general agency of Clarks- 
dale, Miss. Mr. Rogers was formerly 
associated with the Memphis agency of 
the Jefferson Standard Life. R. E 
Goodman has been appointed Memphis 





manager with offices in the Sterick 
building. 
Clarence J. Matthews 
C. J. Matthews of Toledo is ap- 


pointed general agent for the State Mu- 
tual Life. He has been nearly seven 
years in insurance and has for many 
years been connected with sales-man- 
agerial work in Toledo. He entered To- 
ledo University, where he took an A. B. 
degree. Since leaving college he has 
taken special courses in insurance and 
commercial law. His insurance experi- 
ence includes two years as agent for 
the Prudential; 4% years as state super- 
visor in Ohio for the Detroit Life; and 
supervisory work in the Toledo terri- 
tory for the Union Central Life. 





L. E. Jennings 


F. C. Hathaway, Los Angeles, South- 
ern California manager of the Mutual 
Life of New York, has appointed L. E. 
Jennings district manager at San Diego 
with offices in the San Diego Savings 
& Trust building. Mr. Hathaway was 
in San Diego for an agency dinner at- 
tended by members of the agency and 
prominent business men. Mr. Jennings 
started in the business several years ago 
under Mr. Hathaway’s supervision and 
achieved a splendid record in the pro- 
duction of business. Subsequently he 
resigned to go with the Equitable of 
Iowa, which company he has repre- 
sented in San Diego for the past few 
years. 





J. R. Montgomery 


J. R. Montgomery has resigned as 
Philadelphia general agent of the Berk- 
shire Life to become associate manager 
of the Phoenix Mutual Life with head- 
quarters in the Lincoln Liberty build- 
ing, Philadelphia. Mr. Montgomery 
was formerly connected with the New 
York office of the Phoenix Mutual and 
for six years served in the Philadelphia 
branch. He has been a consistent pro- 
ducer and is a member of the million 
dollar round table. 


H. G. Bittleson 


H. G. Bittleson, Los Angeles attor- 
ney, has been appointed general agent 
for southern California by the Bankers’ 
National Life of Jersey City. He has 
been a resident of Los Angeles for 35 
years, and actively engaged in the prac- 
tice of law since 1913. 








Ian Armour 


The Aetna Life has appointed Ian 
Armour manager of its Toronto agency 
to succeed R. I. Clancey. 





Paul Cooney 


Paul Cooney, for the past four years 
with the Don Pierce agency of Topeka, 
Kan., has been appointed general agent 
of the Federal Life at Topeka, opening 
offices in the National Bank of Topeka 
building. He graduated from St. Mary’s 
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The Federal hes uv in the Future— 


But is prepared to take care of TODAY’S OBLI- 
GATIONS. 


On the first of this year the Company’s Statement 
showed improvement in liquid position of 


149% over 1929 


During the same period the Company enjoyed an income 
in excess of all disbursements. 


LARGE ENOUGH TO FURNISH COMPLETE PROTEC- 
TION FOR POLICYHOLDERS but not too large to take a 
PERSONAL INTEREST IN AGENTS. 


“‘It Is Easy to Grow with a Growing Company’’ 


@ The Federal plans to open 10 new agencies in 
Illinois Indiana lowa 
Ohio 


Missouri 


If you are e the man to develop one of these agencies, 
write us. 








FEDERAL LIFE INSURANCE COMPANY 


Isaac Miller Hamilton, President 


CHICAGO 




















For the Client Who Needs Addttional 
INSURANCE PROTECTION 
at LOW COST 


**There’s a Plan that Fits’’ 


Annual Premium 


per $1000 

Age 35 
er: oe 11.87* 
Toom Gupeebemey .................. 14.95 
ee 18.64 
LT rere 20.06 


Life Fully Paid at Age 60............. 24.43 
*Doubles after first 5 years. 


Rates are non-participating—guaranteed—with 
net cost known to the client from date of purchase. 


Founded 1868 


acitic Mutual Lite 


insurance Company sar, 


GEORGE 1. COCHRAN, eresioent 
Assets 


Over $198,000,000 


Home Office 
Los Angeles, California 
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“Do you know what Company 
originated the Family Income 
Policy?” 


“You certainly asked the right 
person. Sure, it was my Com- 
pany, the Continental American. 
And that’s only one of tts 
FIRSTS. If you want to read a 
remarkable insurance story, look 
up our Company's record and 
financial standing.” 





Wilmington-- Delaware 


For Agency Matters Address 
GEORGE A. MARTIN, Vice-President 
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| club. 





college in June, 1930, and joined the 
Pierce agency about four years ago. 
The Topeka territory includes several 
counties in eastern and northwestern 
Kansas. 





W. H. Giltner 


Field & Cowles of Boston, New Eng- 
land fire and casualty general agents, 
have opened a life department with W. 
H. Giltner as manager. Mr. Giltner for- 
merly was with the Travelers in New 
York and the west, and more recently 
with the Prudential in St. Louis. 


Julius Gilbert 


Julius Gilbert has resigned as Daven- 
port, Ja., agency organizer of the Mu- 
tual Life of New York. He has been 
an organizer since November, 1931, and 
was formerly with the Omaha agency as 
district manager. He has been a mem- 
ber of the Mutual Life’s quarter million 








D. R. Hubbard 


D. R. Hubbard has resigned as man- 
ager at Boise, Ida., for the Bankers 
Life of Iowa after a decade of service. 
He will continue as honorary manager 
and will write personal business. 








Life Agency Notes 








L. J. Lensmeyer, Manitowoc, Wis., has 
been appointed district manager of the 
North American Life & Casualty for four 
counties. 

N. D. Merritt of Kearney, Neb., has 
resigned as district agent for the North- 
western Mutual Life. He has served as 
secretary of the Kearney Association of 
Life Underwriters during the last year. 

G. A. Noel, who has been with the 
Acme Life at Austin, Tex., has been ap- 
pointed northern Texas manager with 
headquarters in Dallas. He was formerly 
San Antonio manager of the California- 
Western States Life. 





CONVENTIONS 
Canada Life Club Convention 


Gathering of Members of Two Field 
Organizations Is Held in 
Wernersville, Pa. 

















Members of the Quarter Million and 
Century Clubs from middle west, cen- 
tral and eastern states branches of the 
Canada Life held their 1934 convention 
in Wernersville, Pa. 

A. Gordon Ramsay, assistant general 
manager, L. K. File, associate actuary, 
John H. Romig, educational supervisor 
and W. J. Sheppard, assistant secretary, 
represented the company’s home office. 

P. H. Dunnavan, Minneapolis, presi- 
dent Quarter Million Club, chairman of 
the convention; R. G. Hickerson, branch 
manager for Minnesota; J. J. Jerome 
and R. M. Saville of New York; F. J. 
Wiese and H. T. Irving of Detroit; J. 
S. Wald, Cleveland; J. D. Reebel, Pitts- 
burgh, and Harry Kern of Dayton, O., 
were other speakers. 

The program included discussions on 
such subjects as “Prospecting—Related 
to Production;” “The Family Income 
Plan;” “Placing Additional Policies and 
Delivering Rated-up Policies;’ “Using 
the Annuity Option for Increased Life 
Insurance Sales;” “Salary Budget Insur- 
ance;” “Mental Attitude;” “Financial In- 
dependence Through Pension Policies;” 
“The Value of an Organized Plan of 
Work;” “Seldom Emphasized Factors in 
Selling Life Insurance” and “Business 
Insurance for the Average Case.” Three 
club members spoke on “Why I Repre- 
sent the Canada Life.” 


K. C. Life Oklahoma Meeting 


The Oklahoma meeting of the Kan- 











sas City Life, held at Talihina, in the 








Kiamichi mountains, combined recrea- 








7 





As SEEN FROM CHICAGO _ 





TO HOLD C. L. U. CRAM COURSE 


The annual cram course for C. L. U. 
examinations to occur near the end of 
June will be held June 18-19 by A. J. 
Johannsen, C. L. U., supervisor Hobart 
& Oakes general agency Northwestern 
Mutual and director life insurance course 
Northwestern University. The quiz will 
be held in Room 940 Rookery building, 
a nominal fee being charged. First will 
be a quiz on principles and practice, and 
economics of life insurance, four hours, 
June 18, from 10:30 a. m. to 1 p. m., and 
2 p. m. to 3:30 p. m. Then on sales- 
manship the same day, from 3:30 to 5 
p. m., and June 19 from 10 a. m. to 
11:30a.m. Finally a quiz on economics, 
sociology and government will be held 
June 19, 11:30 a. m. to 12:30 p. m., and 
2 p..m. to 5 p. m. 

ee Ge 
STOCK QUOTATIONS GIVEN 


H. W. Cornelius of Bacon, Whipple 
& Co., 135 South La Salle street, Chi- 
cago, gives the following stock quota- 
tions: 





=z Div. 
Co A os eee 100 8.00 95 110 
ROT, TRORE. o.oc.sa-0'0-02 10 80 29 31 
OMEN TREE. o-0-010.4.4' 1b sre 10 2.00 27 29 
woe EG ae 5 60 13 14% 
Kansas City Life..... 100 16.00 370 410 
ZANCOIN NOt. «66:00:50: 10 1.20 28 29 
Michigan Life ... BO as 3% 4% 
New World Life. 10 -40 4 5 
Mo. Amer, CATO ..660% Bo Meas 2% 3% 
Bas WU 6 EO: 6.5.6-0:8's 6: 0% B. css ee oe 
MOTO TAU. oo.s-s 000% 0:0 10 2:25 37 FS 
Old Line, Wis. ...... 10 ~—-.60 9 10 
Pacific Mutual ...... 10 2.00 22 24 
BeeRaRS LAMAEO. oca-e: 050: 2050-0 : | re 2 y 
pun dive, Can. ..<... 100 ... 400 425 
RO WBUOER: oo bcci0ces see 100 16.00 430 445 
Wisconsin Natl. ..... 10 .60 8% 9% 
* *K * 


LEISSLER WITH “INDEX” 


John C. Leissler, former insurance 
editor of the Chicago “Journal of Com- 
merce,” is now doing editorial work for 
the “Insurance Index,” as well as inak- 
ing inspections for the Hooper-Holmes 
Bureau and representing eastern insur- 
ance papers. 

a sk 

TRAVELERS BRANCH IN OUTING 


The annual field day and picnic of the 
Travelers branch in Chicago will be 
held June 15 at Belmont Country Club, 
Downers Grove, Ill. It will be an all- 
day affair, with golf, baseball and other 
sports, both indoor and outdoor. The 
committee consists of Harold Dyren- 
forth, chairman; Henry Tank and Dr. 
L. D. Roberts. 

i ee 

EQUITABLE MANAGERS’ OUTING 


_ The Equitable of New York managers 
in Chicago enjoyed an outing, dinner 
and short ‘business meeting at the 
Olympia Fields Country Club of Chi- 
cago last week. The affair was a Dutch 
treat on invitation of W. M. Rothaer- 
mel, superintendent of agencies, a mem- 
ber of the club. 
* * * 
HOBBS AGENCY WELL AHEAD 


The P. B. Hobbs agency of the Equi- 
table of New York in Chicago, with 
$2,800,000 paid for in the first five 
months this year and approximately 
$800,000 assured for June, it is expected 








tion, association and business education. 
State Manager L. C. Mersfelder says 
business the first five months of 1934 
equals that for nine months in 1933, 
with a material reduction in cancella- 
tions and a lower mortality experience. 


Berkshire Men in Louisville 


The Berkshire Life held a two-day 
conference of agents from Nashville, 
on and Cincinnati in Louis- 
ville. 

Home office executives attending in- 
cluded L. B. Hendershot, superintendent 
of agencies; Dr. Frank Harnden, medi- 
cal director, and H. L. Amber, vice- 
president. 











Heads Chicago Slate| 








T. F. LAWRENCE 


T. F. Lawrence, Chicago manager Re- 
liance Life, is nominated for president 
of the Chicago Association of Life Un- 
derwriters, in the slate to be voted on 
at the annual meeting this month. For 
vice-presidents the nominating commit- 
tee proposed I. B. Jacobs, Spaulding 
agency Mutual Life of New York, and 
Frederick Bruchholz, agency director 
New York Life, and for treasurer C. B. 


Stumes, of Stumes & Loeb, general 
agents Penn Mutual. For directors: L. 
S. Broaddus, Acacia Mutual; F. H. 


Haviland, Connecticut General; A. E. 
McKeough, of W. A. Alexander & Co., 
Penn Mutual; E. S. Rappaport, Pacific 
Mutual; Emanuel E. Larson, Massachu- 
setts Mutual, and C. P. Blachly, New 
England Mutual. Directors who hold 
over are: F. T. Platka, Harry Ander- 
son, C. T. Milner, R. W. Somers, J. C. 
Windsor and L. E. Weil. 








will have paid for not less than $3,- 
600,000 for the half year. 
ee: 
SELLING A MILLION A MONTH 


The Samuel Lustgarten agency of 
the Equitable of New York in Chicago 
so far this year has had nothing but 
million dollar months. The total for the 
first five months of paid business was 
$5,523,866, made up of $1,325,021 in 
January, $1,076,763 in February, $1,047,- 
250 in March, $1,061,345 in April and 
$1,013,487 in May. 


Linton Addresses College; 
Is Given Honorary Degree 





President M. A. Linton of the Provi- 
dent Mutual touched on world economic 
conditions in his commencement day ad- 
dress at Miami University. This was 
the 125th anniversary of the institution. 
Mr. Linton received the honorary de- 
gree of doctor of laws. He said: “There 
is a menacing tendency to over-simplify 
issues and to attack them with mislead- 
ing slogans that exert tremendous 1n- 
fluence over millions of voters. The 
result has too often been a complete 
failure to meet the issue intelligently, 
and serious consequences have fol- 
lowed.” 


Irving E. Read, insurance attorney of 
Los Angeles, has removed his law office 
from 2625 South Figueroa to the Lin- 
coln building, 742 South Hiil street. He 
formerly was deputy city attorney of 
Los Angeles in charge of negligence liti- 
gation. 
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NEWS ABOUT 


LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Policy Literature, Rate 


Books, etc. Supplementing 


the “Unique Manual- 


Digest” and ‘‘Little Gem,”’ Published Annually in May and March respectively. 


PRICE, $5.00 and $2.00 respectively. 





Economic Adjustment Policy 





Union Central Issues Permanent Ordi- 
nary Form With Low Premium 
Gradually Increasing 





The Union Central has brought out 
an economic adjustment contract which 
is a permanent form with low premium 
outlay, comparable to term insurance, 
increasing gradually over a number of 
years until eventually the premium lev- 
els off and is the same thereafter. This 
is participating insurance, the dividend 
being somewhat higher at the start than 
for term, therefore, the net outlay being 
very low. This contract supplements 
the progressive budget policy brought 
out some time ago, both being tailor 
made for present conditions. 


Ages for Leveling Off 


The leveling off of premium for pol- 
icles taken at age 25 is at age 58; for 
those at 35 at age 61; for 45 at age 63, 
and for 55 at 65. A feature is that the 
policyholder can change to a level pre- 
mium ordinary life at the end of any 
policy year without medical examina- 
tion. The new policy can be dated back 
as much as 14 years, depending upon 
the reserves built up. The advantage 
is that the policvholder does not have 
to decide when taking the contract when 
he wants the level premium to start, but 
may elect it at any time or permit the 
automatic leveling feature to function. 

Premiums and dividends on the pres- 
ent scale for the first 20 years on a 
policy taken at age 35 are: 


Age Prem. Div. Age Prem. Div. 
1 $159.20. -..00.. 11 $195.90 $43.30 
2 161.30 $38.80 12 202.40 44.10 
3 163.00 39.10 13 209.60 45.10 
4 166.60 39.50 14 217.90 46.20 
5 169.60 40.10 15 228.00 47.50 
6 172.90 40.50 16 238.90 49.40 
7 176.60 41.00 17 253.00 51.40 
8 180.80 41.50 18 268.50 53.90 
9 184.90 42.10 19 285.80 56.70 
10 190.10 42.50 Re 59.90 


Miss Clara Mitscher of the John Han- 
cock Mutual Life’s New Jersey state 
agency in Newark has completed 30 
years of continuous service. 





New Rates for Commonwealth 





Introduce New Modified Life Contract— 
Change Rules on Writing Juvenile 
—Graded Benefits 





The Commonwealth Life has revised 
its rate book. The old form of juvenile 
centract is replaced by standard limited 
payment and endowment forms which 
will be issued on children two weeks 
after birth. Premiums below age 10 
are the same as for age 10 but death 
benefits are graded: $100 for each year 
of attained age up to age 10 with $50 
payable at death before age one is at- 
tained. Waiver of premium at death or 
disability of the parent can be secured 
at extra cost. A new non-participating 
modified life contract with a $2,500 
minimum has replaced the guaranteed 
accumulation form. The modified life 
premiums increase during the first four 
years, with a level premium the fifth 
and later years. Standard and com- 
mercial ordinary and 20 payment life 
rates have been increased slightly. The 
new rates per $1,000 follow: 


Standard Commercial 

Ord 20 Pay. Ord. 20 Pay 
Life Life Life Life 

Age 3 $ $ $ 
| a anne 18.87 we 18.88 
15 12.46 20.20 12.27 19.26 
20 13.82 21.80 13.55 20.75 
25 15.54 23.74 15.19 22.57 
30 17.76 26.10 17.29 24.80 
35 20.66 28.98 20.25 27.86 
40 24.57 32.66 24.46 31.98 
45 30.40 38.06 29.92 37.21 
50 38.71 45.46 37.79 43.85 
55 49.33 54.46 48.77 52.40 
60 64.14 67.03 63.01 63.85 

Modified Life 

5th 
1st 2nd 3rd 4th and 
Year Year Year Year Sub 

Ag $ $ $ $ $ 
ae ike eake 10.27 11.12 11.86 12.48 12.69 
ree 10.50 11.70 12.75 13.65 14.20 
ae esse 10.87 12.48 13.90 15.15 16.11 
CBee 11.42 13.55 15.44 17.12 18.59 
> ieee 12.38 15.12 17.58 19.75 21.83 
| ee ree 13.86 17.37 20.52 23.30 26.24 
, ee 16.79 21.07 24.92 28.33 32.83 
ee? <eGec 22.30 27.26 31.70 35.64 42.17 
Se hea 33.71 38.57 42.89 46.66 53.18 
Wee occas 51.74 55.95 59.60 62.70 67.73 








GENERAL AGENCY NEWS 


Men 


of Action 


There are older companies — 
there are larger companies—but 
none offers policyholders a great- 
er degree of financial stability. 
Another reason why our Field 
Force sets new selling records. 


In Business 38 Years 


CENTRAL LIFE 





Assurance Society 


(muTuAL) 
DES MOINES 








Hold Northwestern Meetings 





Chapman, Phelps, Clark and Thierbach 
Active— Explain New Promotion 


and Advertising Campaign 





Ray Chapman, assistant director of 
agencies in charge of sales promotion of 
the Northwestern Mutual Life, ex- 
plained sales and advertising plans of 
the company, at a meeting of the Ralph 
Hamburger general agency in Minne- 
apolis. 

Nelson Phelps, assistant director, is 
on a three-week field trip to agencies in 
the middle and south Atlantic states. 
Meetings are being held to familiarize 
agents with the Northwestern Mutual’s 
new sales promotion plans. Mr. Phelps 
will visit the general agencies of G. G. 
Vance, Greensburg, Pa.; H. L. Smith, 
Harrisburg, Pa.; G. K. Reynolds, Lan- 
caster, Pa.; R. L. Law, Baltimore; A. 
L. Baldwin, Washington; W. T. Nolley, 
Richmond, Va.; and L. W. Norton, 
Durham, N C. 

Similar meetings being held by gen- 
eral agencies in the eastern and New 
England states are being attended by 
Roger Clark, assistant director. His 
Itinerary includes Crouch & Allen, Buf- 
falo; E. R. Gettings, Albany; Gooding 





and Rowley, Newark; H. N. McAfee, 
Trenton; V. D. Griffin, Manchester, N. 
H.; A. L. Cushman, Portland, Me.; E. 
T. Lothgren, Providence, R I., and H. 
S. Griswold, Hartford, Conn. 

Russell Thierbach, assistant director, 
talked to the Advertising & Selling Club 
in Peoria, Ill. Members of the Peoria 
Life Underwriters’ Association were 
special guests. Mr. Thierbach stressed 
the necessity for close coordination 
of advertising and personal selling ef- 
fort, with sales promotion as the domi- 
nant force which correlates and then di- 
rects these two forces into the most 
productive channel. While in Peoria 
Mr. Thierbach attended a directors’ 
meeting of the R. O. Becker general 
agency, of which he is an honorary 
member. 


Woodward District Leads 


The Woodward district of the Equit- 
able of New York at Wichita, a unit of 
the A. M. Embry agency, is 75 percent 
ahead of last year. The district has led 
the entire United States since January, 
1933. The Embry agency is 35 percent 
ahead of a year ago, with a 100 percent 
increase in May. E. W. Merrill, has 
been appointed district manager at Co- 
lumbia, Mo. 
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New Dual Income Policy 


Another sharp tool for Fidelity selling kits. 
Combines in one contract its famous “Income for 
Life” plan and the well-known Family Income plan 
to provide coverage of the broadest appeal. 


Issued with Disability 


May be issued with disability income of $10.00 
per month for each unit of “Income for Life” 
provided. With “Income for Life,” Family Income 
and the “Dual Income” policies, in addition to its 
popular Bridge-Builder and Fortifier plans, Fidel- 
ity agents can successfully meet the modern trend 
of insurance buying. 


Send for booklet, “The Company Back of the 
Contract” 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 
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CONFIDENCE 


ONFIDENCE in Legal Reserve 

Fraternal Life Insurance on the 
part of the public was again evidenced 
last month when the Ben Hur Life 
Association representatives placed 
more protection than they had in any 
month since 1920. 


Each month this year substantial in- 
creases have been made in protection 
written by this legal reserve fraternal 
association as compared to correspond- 
ing periods last year. And the gain in 
May was greater than in any previous 
month of 1934. 


Steady advances have been made with 
all modern forms of policies for men, 
women and children. This progress is 
being carried out with a background 
of forty years of faithful service to 
policyholders and beneficiaries. 


BEN HUR LIFE ASSOCIA'TION 


Founded: 1894 
Home Office: Crawfordsville, Indiana 


LEGAL RESERVE FRATERNAL LIFE 
INSURANCE 


John C. Snyder 
President 


Edwin M. Mason 


Treasurer 































THE Security Benerit AssociaTION 


b Has Legal Reserve Certificates to meet the 
Requirements of any Family and Any Income 


A Mutual Co- :, © 

operative Special Features: 

Farm, o JUVENILE 

more than 545 spinel dies CERTIFICATES 

wert an Old American Experience 4% 
olks’ and % ; rs 

Seehenn’ American Experience 4% Twenty Pay Life 

Home, and a Twenty Payment Life Two Educational 

General Hos- American Experience 4% Certificates 

pital. All Whole Life Term Certificate to Age 16 

members en- American Experience 4% With Transfer Privilege 

oe Paid-up at Age 70 Whole Life Level Rate 

Sc oaihabions N. F. C. 4% Ordinary Life Certificate 

an Field workers find our contracts most attractive. 

ditional ot 0 For information address: J. M. KIRKPATRICK, National President 

regular pre- 


TOPEKA, KANSAS 


mium rates. 


! 
Lutheran Mutual Aid Society 


Founded 1879 


Legal Reserves 


To trained men: 


Good 

agents If you are free for a connection and can qualify 
open for we offer 

connection, ‘ rs " 

Addie A growing society (in 1931, 1932, 1933 and 1934). 
Home All insurance outstanding and issued on legal reserves. 
Office, ° es ° 

Waverly, Full participation to members. 

Iowa 


A record of prompt payment of claims. 





O. 'Hardwig, 


Walter G. Voecks, F. P. Hagemann, 
President 


Secretary and Actuary Treasurer and Counsel 


HOME OFFICE—WAVERLY, IOWA 








NEWS OF THE FRATERNALS 





Ben Hur Life Shows Gains 


Substantial Increase Is Recorded for 
the First Five Months of 
This Year 








Business with the Ben Hur Life of 
Crawfordsville, Ind., has been showing 
steady and substantial gains each month 
this year. At the end of the first five 
months the net. gain in adult protection 
written was 56.9 percent greater than in 
the corresponding period of last year. 
In addition this gain represents better 
business than in any of the first five 
months since 1927. 

The net gain as compared with busi- 
ness last year was 28.6 up to May 1. 
Last month a record amount of legal 
reserve insurance was written by the 
same field force of the Ben Hur Life 
that has been operating for the last few 
years. It was the best month’s busi- 
ness in any single month since 1920. 
Officials attribute this gain not only to 
the general improvement in conditions 
but also to the greater public under- 
standing and acceptance of legal reserve 
fraternal insurance. 

The Ben Hur Life operates in states 
throughout the country from New York 
to California and from Texas to Mich- 
igan. The increase in business has come 
about equally from all parts of the coun- 
try. 
The national convention will be held 
at the home office in Crawfordsville, 
June 25-27. A feature will be a trip to Tur- 
key Run state park, a beauty spot of 1,300 
acres, where dinner will be served. Pres- 
ident John C. Snyder will extend the 
welcome at the general session the sec- 
ond day. Secretary E. M. Mason will 
deliver a memorial address. A banquet 
will be held that evening. The last day 
there will be a morning business session 
with a meeting of state managers and 
representatives in the afternoon. 


D. J. Proctor New Head of 
Canadian Fraternal Group 





D. J. Proctor, of the Sons of England, 
Toronto, was elected president of the 
Canadian Fraternal Association, at the 
annual meeting. Other new officers are: 
Vice-president, C. Manseau, Montreal, 
Alliance Nationale; secretary-treasurer, 
C. Jarvis, London, Canadian Woodmen 
of the World; chairman medical section, 
Dr. O. J. Chapin, Brantford, Canadian 
Order of Foresters; counsellor, L. Lee, 
K. C., Hamilton; W. F. Cooper, Mon- 
treal, was elected member of the execu- 
tive committee. The 1935 convention will 
be held in Montreal. 


—$—$—. 


Equitable Reserve Meeting 





Judge Karel 
Boosted for Head of N. F. C.— 
Business Reported Ahead 





Judge J. C. Karel, Milwaukee, vice- 
president of the National Fraternal Con- 
gress, was reelected president of the 
Equitable Reserve Association at the 
quadrennial convention held at the 
home office in Neenah, Wis. Other of- 
ficers also were reelected. Dr. G. H, 
Williamson was named medical exam- 
iner, Dr. M. A. Cunningham associate; 
Benjamin Poss, Milwaukee, counsel, and 
D. W. Dunham, editor and publicity 
manager, 

Judge Karel reviewed the year’s ac- 
tivity commenting on conditions. He 
predicted rapid return to normalcy. “I 
have implicit confidence in our govern- 
ment,” he said, ‘and I believe we are 
facing the brightest future of any gen- 
eration in the history of the country.” 
He said the society with a history of 
37 years has progressed steadily and 
measured up to the hopes and expecta- 
tions of its founders. The policies em- 
body all of the outstanding, safe, at- 
tractive and modern features of legal re- 
serve protection, he said. The junior 
department is growing rapidly and is a 
success. The society has increased its 
membership. 

Reports of officers showed that despite 
unfavorable conditions the Equitable 
Reserve in the four years of depression 
wrote $5,674,500 insurance on 5,151 
adults, and $4,350,500 on 13,055 juniors. 
In the first four months of 1934 a gain 
was reported. 

The convention adopted a resolution 
urging the N. F. C. to elevate Judge 
Karel to president at the convention in 
August. Another resolution requested 
the board of trustees to appoint a com- 
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Six Modern Legal 
Reserve Contracts 


@Ordinary Life 

@Twenty Payment Life 

@ Endowment at Seventy 
©Twenty Year Endowment 
@ Family Income 

@Juvenile 














Meet in Fond du Lac 


The National Mutual Benefit of 
Antigo, Wis., will hold its general con- 
vention in Fond du Lac, June 22. H. 
L. Ekern, insurance attorney and for- 
mer Wisconsin commissioner, will 
speak. President J. W. Parsons, Secre- 
tary S. A. Oscar and Medical Director 
E. L. Mason, Eau Claire, will give their 
reports, and Treasurer H. J. Lowry of 
Madison will give an address. 





White Grand Councillor 


C. F. White of Batesville, Ark., was 
elected grand councillor of the grand 
council of Arkansas, United Commer- 
cial Travelers of America, at the annual 
meeting at Pine Bluff. He succeeds F. 
E. Sutton of Little Rock, who becomes 
past grand councillor, 


E. F. White, Dallas, Connecticut Mu- 
tual Life, ends first year with $3,000,000 
in paid life insurance and annuities. The 
previous first year record for the com- 
pany was $2,500,000. 





These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for forty-four years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 





Write for particulars and 
open territory to 


PETER F. GILROY, President 


1447 TREMONT STREET 





DENVER, COLORADO 
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mittee to study the advisability of estab- 
lishing a home for members of the E. 
R. A. and of forming a committee to 
accept voluntary contributions, gifts or 
legacies for endowment of such an in- 
stitution. 


Lutheran Mutual Officers 


Following the election of new officers 
of the Lutheran Mutual Aid Society of 
Waverly, Ia., the executive committee, 
consisting of W. G. Voecks, Treasurer 
and Counsel F. P. Hagemann and 
President O. Hardwig continue in office 
wuitil July 1. 


Catholic Knights Election 


Dr. Felix Gaudin of New Orleans was 
reelected president of the Catholic 
Knights of America at the triennial 
convention in Little Rock. E. H. Krebs, 
Little Rock, was elected vice-president, 
and C. N. Pope, Morrison, Mo., and 
W. E. Byrnes, Houston, trustees. 


C. L. McKenna Is Dead 


C. L. McKenna, founder at Portland, 
Ore., 40 years ago of the United Arti- 
sans Fraternal & Mutual, died in that 
city. He served as secretary of the 
order 32 years. 


Reports on Czechoslovak Society 


The Illinois department has published 
the results of an examination of Czecho- 
slovak Society of America of Cicero, 
Ill. The department orders the society 
in the future to keep minutes of meet- 
ings in the English language; records 
kept by the board of trustees should be 
maintained in the home office; purchase 
and sale of securities should be author- 
ized and approved by the executive com- 
mittee; funds should only be kept in 
authorized designated depositories; the 
sum paid the chairman of the board in 
excess of the amount fixed by the con- 
vention should be returned to the funds 
of the society; discrepancies in connec- 











tion with documents supporting certain 
mortgage loans should be immediately 
corrected. 

As of Dec. 31, 1933, admitted assets 
amounted to $2,829,830, and net sur- 
plus is $472,869. 

Total income last year was $705,580 
and total disbursements $512,992. 


Thompson Congress Head 


C. T. Thompson, Clarksburg, W. Va., 
state manager Maccabees, was elected 








president of the West Virginia Fraternal 
Congress at the annual meeting in Par- 
kersburg. Sol O’Brian of Huntington, 
retiring president, was elected delegate 
to the annual meeting of the National 
Fraternal Congress at Atlantic City in 
August. 


Canty Is Elected President 


J. J. Canty, Birmingham, state man- 
ager Maccabees, was elected president, 
and E. Y. Adams, Birmingham, state 
manager Praetorians, reelected secre- 
tary-treasurer of the Alabama Fraternal 
Congress at the annual convention held 
in Birmingham. S. H. Longshore, gen- 
eral manager, Preferred Life Assurance 
Society, Montgomery, was retiring presi- 
dent. Superintendent Greer spoke on 
“My Attitude Toward Fraternal Socie- 
ties.” L. D. Holloway of Montgomery, 
state manager Woodmen of the World, 
also spoke. 


Annual Meeting Is Held 


W. H. Johnson, Edgewood, R. I., 
was reelected supreme warden and W. 
B. Power, Boston, reelected supreme 
secretary-treasurer of the New England 
Order of Protection at the annual 
meeting in Boston. 


Fraternal Notes 

The biennial convention of the Fidel- 
ity Life Association will be held in Mil- 
waukee Sept. 18-20. 

Russell Graybill, son of the late Dr. 
J. W. Graybill, has been appointed super- 
intendent of deputies of the A. O. U. W. 
of Kansas. 





THE MEASURE OF AN 
INSTITUTION 


7. more than ever be- 
fore, the insuring public is in- 
vestigating the stability and se- 
curity behind the organizations in 
which they are insured. 


The A. O. U. W., a legal re- 
serve insurance organization, is 
proud of its record of over 50 
years of progress. Regardless of 
wars, epidemics and business de- 
pressions, every promise to its 
policyholders has been carried out 
in full, with a steady gain in assets 
and insurance in force. 


The A.0. U. W. of North Dakota 
Home Office: FARGO, NORTH DAKOTA 











NEWS OF LIFE 


ASSOCIATIONS 





Zimmerman Made President 


Connecticut Mutual General Agent 
Heads Northern New Jersey 
Association 








NEWARK, June 14.—C. J. Zimmer- 
man, New Jersey general agent Con- 
necticut Mutual Life, was elected presi- 
dent of the Life Underwriters Associa- 
tion of Northern New Jersey at the 
annual meeting. Other officers elected 
are: W. H. Kee, Mutual Life, first vice- 
president; John Clayton, Mutual Bene- 
fit Life, second vice-president; Bruce 
MacWhinney, John Hancock Mutual, 
secretary, and Lloyd Harrison, Phoenix 
Mutual, treasurer. New members of the 
executive committee are Louis Rude, 
Mutual Benefit; John Binns, Northwest- 
ern Mutual; J. E. Wheaton, Prudential, 
and George Stout, Travelers. 

The association now has 209 members, 
the largest number in its history, and 
plans to have a membership of 250 at 
the end of June. 

President Zimmerman entered life in- 
surance in 1924 as executive secretary 
of the Life Underwriters Association of 
New York City, remaining with that or- 
ganization until September, 1926, when 
he went with the Fraser agency in New 
York City in a supervisory capacity. He 
served for a time as manager of the 
Bridgeport, Conn., office and was agency 
manager of the New York City office 
of the Fraser agency in charge of full- 
time production, when he was appointed 
general agent for New Jersey. 

*x* *k * 

Southwest Texas—J. E. Mitchell spoke 
on “Why I Am a Life Underwriter” at 
the June meeting in San Antonio. Suc- 
cess in life underwriting, he said, is 
based on confidence in self, in the com- 
Pany and in the policy offered. 








Bowers Oklahoma President 


Tulsa Attorney Presents Figures at 
Annual Meeting on “High Cost 
of Dying” 








OKLAHOMA CITY, June 14.— 
Bryan Bowers, Home Life, has been 
elected president of the Oklahoma As- 
sociation of Life Underwriters. Robert 
Shipley, Penn Mutual, is vice-president; 
Tom Reed, Great Southern, and Miss 
Pearle Easley, Massachusetts Mutual re- 
elected treasurer and secretary respec- 
tively, both to serve second successive 
terms. 

The program for the day was fur- 
nished by the Tulsa association. Harold 
Crouch, Tulsa attorney spoke on “The 
High Cost of Dying,” and presented a 
comprehensive study of estate records 
in Oklahoma and Tulsa counties. His 
figures revealed that in Oklahoma 
county it took an average of three years 
and nine months to close an estate, at 
an average cost of 7% percent for ad- 
ministration. In Tulsa county the aver- 
age time for closing an estate is 2% 
years and the cost 12% percent. He 
said one-third of the estates in both 
counties are insolvent and that even in 
solvent cases the heirs are lucky if they 
receive 60 to 70 percent of the gross 
value of the estate. 

* es 

Cleveland—The last meeting of the 
season will be fNeld June 29 when M. Jay 
Ream, Mutual Benefit Life, Pittsburgh, 
will speak on “Summer Prospecting.” 

a ee 

Superior, Wis.—Frank Crumpton, Aetna 
Life, the oldest life underwriter in point 
of continuous service in Superior, has 
been elected vice-president of the newly 
formed Superior association, which at its 
May meeting elected Frank Eling, New 











EXCERPTS from 
the report of the Actuary on 1933 operation of the 


Arp ASSOCIATION FOR LUTHERANS 


“It is particularly gratifying to note that the Association was 
able to register such a splendid net gain in the amount of 
insurance in force at the end of 1933. Few societies or life 
insurance companies can point to a more favorable record in 
this respect, and I congratulate the Management upon this 
splendid accomplishment. 














“In conclusion, I extend sincere congratulations to the Man- 
agement, and to the membership in general, upon the satis- 
factory actuarial condition of the Association as disclosed by 
this report. I have no hesitancy in certifying to the fact that 
the Association is in a position to fulfill all of its contracts.” 


$1.09 of Assets for every $1.00 of Liabilities 








Alp ASSOCIATION FOR LUTHERANS 


Legal Reserve Fraternal Life Insurance 


APPLETON, WIS. 

















York Life, president, and QO. H. Brayton, 


Aggressive and Progressive 


Our record speaks for itself. 
Splendid territory still available. 


LUTHERAN BROTHERHOOD 


Herman L. Ekern, Pres. 


608 Second Ave. S. Minneapolis, Minn. 
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Equitable Life, secretary-treasurer. An 
executive committee was also named at 
the June meeting; composed of E. G. 
North, Prudential; Alex Sprowls, Provi- 
dent Mutual, and Olaf Johnson, North- 
western Mutual. 

* * * 

Peoria, Nl.—E. A. Crane, general 
agent Northwestern Mutual, Indianapolis 
and trustee National association, will 
be the speaker at the final meeting of 
the association Friday noon. 


* *K * 


Kansas City, Mo.—The annual outing 
and general election will be held June 
21. More than 100 members heard L. O. 
Schriver, second vice-president National 
association, talk June 8. 

: oe & 
Ala.—The annual meet- 
Officers will 


Birmingham, 
ing will be held June 15. 


be elected. C. V. Anderson, president 
National association, will speak on 
“Have You Made Your Will.” This will 


close a successful year for the Birming- 
ham association, which last year won 
the silver trophy for the largest in- 
crease in members. This year member- 





ship increased from 257 to 460, and 500 
has been set as the goal. 
* * * 

Los Angeles—Dr. Chas. J. Rockwell, 
life insurance educator, heads the speak- 
ers for the breakfast-meeting June 18. 
He will talk on “Making Life Insurance 
Attractive.’ L. O. Schriver, Peoria, IIl., 
general agent Aetna Life and second 
vice-president National association, is 
expected to talk on life insurance sales- 


manship. Officers and directors will be 
elected. 

* * * 
Montgomery, Ala.—S. F. Clabaugh, 


president Protective Life, Birmingham, 
spoke on “Life Insurance Under the Old 
and New Deal.” 

He declared that there will be no ne- 
cessity for controlled life insurance pro- 
duction under the new deal, but, on the 
contrary, he predicted the next ten years 
will be “great life insurance years,” in 
which the volume in force probably will 
be doubled. 

Mr. Clabaugh paid a high tribute to 
the courage and ability of Superintend- 
ent Greer, stating he has attained na- 
tion wide recognition. He also con- 
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Illinois, 











A 27 Year Old New Deal 


 — is a lot of talk these days about 
1 low-cost pure protection. 
investment features, 
when they are a part of a contract, be 
so included that they may be used with- 
out impairment of the Life Insurance. 


The policies issued by this old, conser- 
vative Company have always been of 
We are pleased to note the 
general trend toward the only kind of 
insurance we have ever offered. 


Our agents are pioneers in the New Deal 
in Life Insurance which is shaping as 
definitely as it is in other things. 


Agency openings in 


Michigan and Missouri 


BANKERS MUTUAL LIFE Co. 


FREEPORT, ILLINOIS 
Founded in 1907 


It is being 
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of a 


SAFE IN ALL KINDS OF WEATHER 


A Life Insurance Organization 
Must Be Prepared to Meet 
Stormy as Well as Sunshine 
Conditions Over Many Years. 


Association Added One Quarter 
Million Dollars 
During the Last Year of the Depression. 


Favorable Territories in Wisconsin, 
Illinois, Minnesota and Michigan. 


EQUITABLE RESERVE ASSOCIATION 
NEENAH, WISCONSIN 


to Its Assets 


HA 


gratulated the local association on its 
fine work and splendid leadership. 

The organization adopted a motion 
endorsing the financial fndependence 
week movement and urging that it be 
carried on yearly. 

* * * 

Appleton, Wis.—Frank Neu, National 
Guardian Life, Green Bay, Wis., spoke 
on “Procedure of Life Insurance Com- 
panies That Have Failed,” at the last 
meeting of the season. 


Actuaries Condemn 
Retirement Annuity 





(CONTINUED FROM PAGE 1) 


phasis and the results are already being 
shown. Insurance sales are 70 percent 
greater than last year while the annu- 
ities are not showing much of an in- 
crease. 

The underwriting department is scru- 
tinizing the financial aspects of annuity 
applicants carefully. The department 
frowns on a person devoting too large 
percentage of his income or assets to 
that form of investment. More care is 
taken in issuing contracts where the ap- 
plicant is known to be seriously im- 
paired. 

J. F. Little, Prudential, said the com- 
panies are establishing savings accounts 
for many people these days. There is a 
legitimate use for the retirement annuity 
and the companies should exert every 
effort to see that annuities get into the 
hands of only those who have a real 
use for such contracts. Annuities may 
properly be sold to people who are with- 
out heirs or dependents and cannot look 
forward to a pension. 


Commends Travelers’ Plan 


He commended the plan that has been 
adopted by the Travelers of spreading 
payments over seven years when the 
surrender value is demanded. This would 
discourage the sale of annuities to per- 
sons who regard such investments as a 
savings account. 

He suggested another plan might be 
to grant low cash surrender values but 
allow the full quota of paid up annuities. 

The principal reason why the com- 
panies cannot take more drastic action 
at this time is that they dislike to give 
the agents another knock. The annuity 
has helped many agents through a trying 
period, but eventually the companies 
must restrict annuities to the use for 
which they are really intended. 


Company’s Investment Policy 


W. F. Poorman, Central Life of Iowa, 
pointed out that under retirement an- 
nuities the annuitant gets a rate of in- 
terest in excess of that paid by savings 
banks. Retirement annuities, he said, are 
being used as savings accounts. 

In selling retirement annuities, the 
general investment policy of the com- 
pany must be considered. If the com- 
pany were investing on a long term, high 
interest basis, it might be embarrassed 
in a depression when the demand for 
cash surrender values of annuities arose. 
Mr. Poorman pointed out that some 
companies include their annuities in their 
insurance report. The Central Life, 
however, only counts them in its an- 
nuity exhibit. 

R. A. Hohaus, Metropolitan Life, said 
the retirement annuity contract is 90 per- 
cent insuring principal and interest and 
10 percent selling of an option. 


Plan Is Suggested 


H. H. Jackson, National Life of Ver- 
mont, said where investments are con- 
cerned Americans are on the one hand 
the most suspicious and on the other the 
most gullible in the world. They get a 
tip on a worthless stock and buy ten 
times as much of it as they can pay for. 
But when they try to provide for their 
old age, they get suspicious and want to 
be able to get their money right back. 

He pointed out that insurance began 
with no guaranteed cash values and pro- 
gressed to the point where such values 
as the Lord might permit were granted 
and finally came the guaranteed cash 








values, which are all or more than the 





Fairchild and Spinney 
Named in San Francisco 


SAN FRANCISCO, June 14.—For 
the first time the San Francisco Life 
Underwriters Association will use the 
Australian ballot system at its election 
June 26. At the primary nomination 
meeting the following nominees were 
chosen: President, M. L. Fairchild, 
now first vice-president, and W. R. 
Spinney, chairman of the ways and 
means committee. A. J. Cawley, man- 
ager John Hancock Mutual Life; and 
Thomas Gallagher, were nominated for 
treasurer. P. G. Young, manager 
Metropolitan Life, president of the as- 
sociation and W. J. Arnette, manager 
Fidelity Mutual Life, have been nom- 
inated for chairman of the _ general 
agents and managers section. J. M. 
Hamill, Equitable Life of New York, 
and W. J. Lennox, are nominees for 
chairman of the personal producers sec- 
tion. J. O. Klein, manager of the Bur- 
lingame office of the Metropolitan Life, 
is the unopposed nominee for chairman 
of the Chartered Life Underwriters’ 
section. 














traffic will bear. Correction of that sit- 
uation seems to be in prospect. The his- 
tory of annuities seems to be running 
the same course. 

The suggestion has been made that a 
man desiring to surrender his life insur- 
ance policy be given one-half of his sur- 
render value in cash and one-half in paid 
up insurance. The same principle might 
be used in annuities. 


Medical Section 
Annual Meeting 


‘ (CONTINUED FROM PAGE 3) 


probably affects about 2 percent of all 
applicants. 

“3. The majority of applicants who 
have syphilis are not recognized as 
syphilitic by the methods of inquiry now 
in use. ~ 

“4, It may develop that better criteria 
may be worked out upon which the 
classification of syphilitics within the 
group may be based. : 

“5. Blood tests, although not satisfac- 
tory as tests of cure or guides to prog- 
nosis, are satisfactory diagnostic proce- 
dures and should be employed more fre- 
quently. A study should be made to 
determine under what circumstances 
blood tests should be required.” 





Col. C. B. Robbins Named 
to Succeed Judge Elliott 


(CONTINUED FROM PAGE 1) 


1906 and was elected president in 1914. 
He served as president of the Amer- 
ican Life Convention, being elected in 
the fall of 1930. He is a director of 
the Cedar Rapids Candy Company and 
the Morris Plan Company. He is a man 
of political and civic prominence and 
has wide influence in his state and sec- 
tion of the country. He is a charming 
man personally, amiable yet forceful. 

Judge Elliott will take his new pos!- 
tion as general solicitor in the law de- 
partment at the head office of the John 
Hancock Mutual July 1 and Col. Rob- 
bins will then take charge at A. L. C. 
headquarters. He will continue as presi- 
dent of the Cedar Rapids Life and there 
will be no change in the official lineup 
of that company. 





New S. D. Company Forming 


PIERRE, S. D., June 14.—Articles 
of incorporation have been filed for the 
Central West Mutual Life at Yankton, 
to write mutual assessment life, health 
and accident. Incorporators are Russell 





F. Lundy, B. L. Wyborny, and Chas. 
H. Gurney, all of Yankton. 
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SALES IDEAS AND SUGGESTIONS 








Care in Selection and Training of 
New Men Stressed at Detroit Meet 


DETROIT, June 14.—Care in select- 
ing new agents eliminates much of the 
trouble in agency development, C. P. 
McLain, superintendent of agents of 
the R. M, Ryan agency of the Equitable 
of New York in Detroit, told the De- 
troit Life Insurance Supervisors Asso- 
cation. Too many agencies contract 
new men without making sure that they 
are fitted for the work, he asserted. 
Three different officials in the Ryan 
agency pass upon prospective agents 
and if one objects, the applicant is re- 
jected in most cases. This agency rarely 
contracts a stranger to the city, but pre- 
fers men with a large circle of acquaint- 
ances. They are encouraged to call on 
their friends and acquaintances first and 
are shown how to build an active pros- 
pect list through referred prospects 
from these earlier calls. 


Insist on Accurate Record 


The agency insists that the new 
agents keep an accurate record of their 
work so that they soon learn that mak- 
ing a large number of calls will surely 
bring them business whether they have 
developed their sales technique or not. 
The most valuable asset in a new agent 
is enthusiasm for his work and for the 
institution of life insurance, Mr. Mc- 
Lain asserted. In order to engender 
this enthusiasm in the staff it is vitally 
necessary for the officials of the agency 
to be enthusiastic themselves. 

The Equitable believes in field train- 
ing rather than classroom training, said 
Mr. McLain. The new agent is given 
about two hours’ training in the office 





each morning and then is shown by 
practical demonstrations in the field how 
to sell life insurance most effectively. 

Since the companies are _ pressing 
agencies for volume of new business to- 
day, it is very necessary to get the new 
man into production as soon as pos- 
sible, G. W. Skiff, agency organizer 
of the New York Life Detroit branch, 
declared. The best method, he believes, 
is to train each man independently since 
each man has his own individuality and 
background, requiring special treatment 
for best results. 

Every prospective agent who has had 
previous sales experience is confused 
if he is taught a new sales method to 





apply to life insurance, Mr. Skiff as- 
serted, adding that he has found it most 
effective to study the agent’s own 
method and then seek to adapt that 
method to life insurance with as little 
alteration as possible. He uses the 
classroom method for teaching the fun- 
damentals of the business, company 
data and policy forms, rates, etc., keep- 
ing the new agent in the office for the 
first few days and then taking him into 
the field. 

A symposium of opinions of joint 
work with agents showed that two- 
thirds of the Detroit agencies engage in 
joint work more or less extensively. A 
wide divergence was found in compen- 
sation for joint work, some allowing the 
new agent the entire commission on 
cases closed jointly, some allowing full 
commission after three months, others 
after the first five cases, and still others 
sharing the commission with the agent. 








Analyzes Women in Sales Work 








NEW YORK, June 14.—The impor- 
tant but sometimes unrecognized dif- 
ferences between the masculine and 
feminine temperaments must be taken 
into account by women underwriters 
and those who direct them if their in- 
nate superiorities over men as sellers are 
to be realized and their innate handicaps 
are to be minimized, said L. L. Mont- 
gomery, life insurance sales consultant 
and author, opening a series of five lec- 


tures for women agents under the aus- 
pices of the League of Insurance 
Women. 


Mr. Montgomery analyzed the strong 
and weak points of women as life in- 
surance salesmen. Women tend, he 





said, to make a sales talk too hurried 
and emotionally intense, whereas they 
would do better to retain the natural 
tempo that characterizes their social 
lives. They should keep their voices 
pitched at a restful level, with an abun- 
dance of pauses, as their natural tend- 
ency is to lunge at any opening the pros- 
pect gives them, making him feel that 
he is being swept off his feet. Their 
tendency also is to attack on too wide 
a front, so they should school them- 
selves to carry one idea through to its 
conclusion. 

Women are less fitted than men to 
work steadily at a certain gait, Mr. 
Montgomery continued. This fact should 





be recognized, and it should not be re- 
garded as untoward if a woman under- 
writer alternates periods of high activ- 
ity with those bordering on idleness. He 
said he considered their endurance su- 
perior to men’s, but that the tendency of 
their work to ‘marked variations in in- 
tensity is inherent and should be re- 
garded as natural rather than a condi- 
tion to be overcome. 

People expect men to be aggressive, 
but not women, he explained. As in 
courtship, the woman must be aggres- 
sive in a subtle and indirect way unless 
she is to present an unnatural spectacle 
which may do more to defeat her aims 
than to foster them. 

Women, however, have some decided 
advantages over men as salesmen, Mr. 
Montgomery pointed out, and said that 
the better women underwriters should 
easily surpass the average male insur- 
ance salesmen. 


Points Out Superiorities 


Among their superiorities he named 
the following: They are quick to grasp 
the essentials of a situation; they have 
a more vivid imagination with which to 
draw mental pictures for the prospect; 
they have a high ethical sense, and tend 
to take the professional viewpoint 
rather than that of the specialty sales- 
man; they have a better sense of values, 
both in buying and in selling; they are 
in a better position to foster under- 
standing between husbands and wives on 
life insurance matters; knowing the dif- 
ficulties a woman faces as an investor, 
and the pressure that relatives can exert, 
she is in an excellent position to stress 
the desirability of income rather than 
lump sum insurance, with consequently 
greater possibilities for sales. 

he woman underwriter needs to give 
the greatest possible attention to the ap- 











AMERICAN 
CENTRAL 
LIFE 


INSURANCE 
COMPANY 


ESTABLISHED 1899 


INDIANAPOLIS, INDIANA 


All Modern Forms of Life Insurance and Annuities 

















Instinct 


| 
} 
| 
| 
| 


people. 


tunities. 


MICHIGAN 
NORTH DAKOTA 





Will Prevail | 


| IFE insurance appeals to the instincts of | 
men as well as to their reasoning power. _ | 
| This may explain the extraordinary progress | 
which the institution has made—the firm 
hold it has gained on the affections of the 
Mankind, like the bee, has an in- 
stinct to save for his own welfare and the 
welfare of those around him, an_ instinct | 
which re-asserts itself after every plunder- | 
ing and prevails over every difficulty. There 
is no uncertainty in life insurance for com- 
panies and agents who realize their oppor- 


| The GREAT-WEST LIFE 
| ASSURANCE COMPANY 


Head Office 
| WINNIPEG, 


Branches in 
ILLINOIS 





CANADA 


MINNESOTA 
WASHINGTON 

















20 





THE NATIONAL UNDERWRITER 





June 15, 1934 














proach, Mr. Montgomery said. She 
must establish confidence, yet she must 
not seem openly aggressive. The ap- 
proach is far more important for the 
woman agent than for the man. 
Separate agency meetings should be 
held for women underwriters, he said, 
and they should be trained principally 
as individuals rather than in groups. 


Attend Lima Fish Fry 


Dr. C. E. Schilling, vice-president and 
medical director of the Ohio State Life, 
and Mrs. Schilling and F. L. Barnes, 
agency vice-president and H. C. Fetsch, 
actuary, attended the annual fish fry of 
the Lima, O., general agency at the 
farm of W. H. Hecht, an agent. 


While enroute to Chicago recently, 
Henry F. Ries, actuary of the Colorado 
department, stopped off a few days at 
Davenport, Ia., where he was the guest 
of honor of Mayor Merle F. Wells. Mr. 
Ries formerly lived in Davenport where 
he and Mayor Wells were close friends. 





Chicago Assessor 
to Tax Companies 





(CONTINUED FROM PAGE 3) 


which for 1932 was $7.73 per 100, would 
make a tax of 29 cents.” 

Mr. Harrison stated that the assess- 
or’s office for many years has felt that 
life insurance policyholders in Illinois 
should include in their’ personal prop- 
erty return the cash values of their pol- 
icies, 


Tantalized by Cash Values 


The assessor’s office first attacked the 
problem tentatively from the angle of 
cash values. However, it became evi- 
dent that the office under such a basis 
would have to prepare a separate tax 
bill for each policy and collect from in- 
dividual policyholders. The office then 
turned its attention to some method of 
applying the tax in a lump sum against 
the companies. Mr. Tower pointed out 
that the cash value in a policy is the 
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property of the policyholder and not of 
the company. Therefore, the company 
could not be taxed on the basis of the 
cash value. 

The present theory is that each policy 
represents a definite, marketable value 
to the company, which value can be 
employed to derive the tax. The as- 
sessor’s office has made inquiries as to 
the market value of life insurance pol- 
icies, learning from a number of sources 
that when one company contemplates 
purchasing the business of another com- 
pany the value of the policies is con- 
sidered to range from $10 to $15 per 
$1,000. The $8 figure was set as a 
more moderate sum to which the life 
companies probably would have less ob- 
jection, 

Position Believed Untenable 


Observers believe the assessor’s office 
has taken an untenable legal position. 
While without question a definite value 
to the company per $1,000 of insurance 
may be set, this value does not attach 
in Illinois in the case of foreign com- 
panies, but at the various home offices. 
Also while it is true foreign companies 
have legal representatives in Illinois, 
it is believed this will not warrant a de- 
cision that the policy value would at- 
tach to the company through its Illinois 
representation. 

The county assessor’s office states it 
is informed approximately 11 percent of 
the nation’s total life insurance in force 
is in Illinois, the large majority of it 
being in foreign companies. 

The tax rate in Chicago varies ac- 
cording to districts, ranging from 17.36 
percent in West Town to 7.73 percent in 
South Town and 7.87 percent in North 
Town. 


J. Dudley Miller Head of 
Mutual Life’s Field Club 


J. Dudley Miller of the Hintzpeter 
agency of the Mutual Life of New York 
in Chicago was the countrywide leader 
of that company’s agency force and 
won the honor of being national presi- 
dent of the 1933-34 field club. The 
honor was conferred on him at the an- 
nual agency convention in New York 
City, coming simultaneously with cele- 
bration of Manager H. C. Hintzpeter 
on completion of 45 years of service 
with the company. 

Nathan H. Weiss won the vice-presi- 
dency of the club. He also is a mem- 
ber of the Hintzpeter agency. 

Upon graduating from Yale Mr. Mil- 
ler entered insurance. He has been 
with the company only seven years. 
He possesses ability but has attained 
success also through patient study and 
pursuit of his profession. Mr. Weiss 
for 17 years has been a delegate to the 
field club and did not falter in produc- 
tion during the depression. He was 
placed in the business personally by 
Mr. Hintzpeter 19 years ago and re- 
ceived his insurance training from that 
manager, 

Will Discuss Annuities 

A special meeting of the Travelers 
Agents Club, has been called in Hart- 
ford, June 20, to discuss “Annuities.” 
Col. H. P. Dunham, Connecticut com- 
missioner; Vice-president J. L. Howard 
and Reid Hartsig, assistant supervisor 
of agencies, will speak. A. E. Howard, 
president of the club, will introduce the 
speakers. 





Cc. V. Wilson, Fargo, N. D., general 
agent of the National Life of Vermont 
was called to Chicago by the serious 
illness of his mother, Mrs. Margaret Wil- 
son. 











Life Companies Watching 
Investment Developments 
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Among the first important issues under 
the amended securities law is a new 
bond issue filed at Washington this week 
by the Boston Edison company, and will 
come out 20 days from date of filing, 
Its reception is being watched with con. 
siderable interest by financial men as in- 
dicating the extent to which capital js 
seeking new investments. Other ex. 
pected issues which will be watched are 
those of the Pennsylvania railroad and 
the Baltimore & Ohio railroad. While 
the latter’s bond issues do not come 
under the securities act, there has been 
a dearth of new issues except for a few 
municipals, and the reception of the new 
railroad bonds and the Edison issue may 
have much weight with others who are 
trying to decide whether to bring out 
issues for new financing now or wait 
until a more propitious time. 



























PERSONALS 














Mrs. Rosa Hearne Harrison, wife of 
William H. Harrison, vice-president and 
superintendent of agencies of the At- 
lantic Life, died at her home in Rich- 
mond. She was a native of Paris, Tenn, 
_William A. Embry, 28 years old, as- 
sistant manager of the salary savings 
department of the Equitable of New 
York, was accidentally shot June 11 in 
the New Hampshire woods. He died 
ee hours later at North Conway, 


IN, it, 

Mr.. Embry, son of A. M. Embry, 
agency manager in Kansas City, Mo, 
for the Equitable, has been with the 
home office four years. He had been 
given a month’s vacation previous to as- 
suming new duties as assistant managr 
of his father’s agency in Kansas City, 
July 1. 


W. D. Chadwick, special agent Lamar 
Life, was killed in an automobile acci- 
dent near Raymond, Miss. 
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Wanted: Managerial Material 
BUFFALO MUTUAL LIFE INSURANCE COMPANY 


for the States of New York and Ohio 


Men who would make good local and district managers in various territories in New 
York and Ohio are wanted by this 62 year old company... to start s agents. Write in 
{Confidence with details of experience to E. Parker Waggoner, Supt. of Agents, Buffalo. 
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Be ye 
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